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NEXT MONTH 


fos one of the big electrical events of 
the year occurs this month—the semi- 
annual meeting of the Electrical Supply 
Jobbers Association—a prominent feature 
of the December issue will be devoted to a 
report of what transpired at this impor- 
tant convention. Jobbers’ salesmen who 
are anxious to keep posted on the progress 
of the jobbing branch of the industry will 
read this account with interest. 
*« * + 
HE first of a new year being close at 
hand, the regular “turning over of 
new leaves” will be the order of the day. 
The market having changed from seller’s 
to buyer’s, jobbers’ salesmen will all have 
in mind the subject of a “new leaf” in sell- 
ing. More real sales effort must now be 
displayed in making a sale. In the De- 
cember issue will be articles giving the 
jobbers’ salesmen some live suggestions for 
turning over new leaves in selling. 
* * * 
OME time back we promised you an 
article by a prominent sales executive 
on the subject of hiring men. We expect 
to have this ready for you in the Decem- 
ber issue. This article will contain many 
points of interest to salesmen as you will 
thereby be able to learn what the “boss” 
thinks “you should or should not do” and 
traits you “should or should not have” 
* + * 
NCE again we re-iterate—“Tue Jon 
BERS’ SALESMAN is a clearing house 
for ideas and suggestions.” We don't 
want to tell you the “how to”; we want 
you fellows to pass it back and forth be- 
tween each other through these columns. 
So write us a little story as to how you 
think jobbers’ salesmen can best start the 
new year. Or if you have some other sub- 
ject in mind boiling over for expression, 
spill iti—no matter what it is. 
+ * + 
ND don’t fail to watch for our regu- 
lar electrical fable in slang by Frank 
B. Rae, Jr.; our snappy illumination arti- 
cle by W. E. Underwood; health talk by 
Thomas Fullwood, etc. ‘They all mean 
much to you. 
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Square D Convery 
Detroit, Michigan 


Gentlemen:e Attention of Mr. Horace £.Fritschle 
In answer to your inquiry as to our attitude 
toward the enclosei type of electrical control asparatus, 
we wish to state that the effect of this precautionary 
measure has aided materially in the progress of electricity 
as a universal factor in the world's work. 

The varied uses of electricity is limited omly 
to the possiblities of convenient and safe operation. The 
use of the Square D externally operated switch control has 
made individual operation of machinery both safe and econamical, 
Qur own business which is possibly more varied 
than the average, has convinced us that the universal use of 
the Square D, externally operated switch has materially sided 
our engineering department in getting the best out of tha 
job for our customers and ourselves. 

Our worx varies from the smallest type of house 
wiring to the most intricate problem of power control and dise 
tribution. The personnel of the company includes specialists 
in every branch of the construction field and as such we can 
with authority recommend the use of the Square D externally 
operated switch. 

Yours truly, 


Meade Electric Co. 
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Where Are We Heading 


Conclusive Reasons for Optimism and Confidence 


morning after the night before.” 


generations is to the effect 
that “whatever goes up 
must come down.” 

In a sense the people of 
the United States are suf- 
fering from a state of mind 
measured in some degree 
by the first of these old 
saws. For the period of 
six months our balloon has 
been subjected to a proc- 
ess of deflation. The con- 
dition during the past three 
months has been fully as 
serious as that with which 
we contended in 1907, save 
for the fact that the Fed- 
eral Reserve Banking Sys- 
tem has maintained and 
sustained the financial in- 
tegrity and stability of the 
nation. 

Practically all the na- 
tions are suffering in some 
measure from the same 
condition and contending 
with problems of a like 


character. During the war period many experts pointed 
out that the post-war problems, involving reconstruc- 
tion, readjustment and reformation, might well prove to 
be difficult of solution and filled with danger. We must paired. On November 2nd the country at large, regard- 





One of these ex- 


By H. H. MERRICK 


President, Great Lakes Trust Co., Chicago 


OMMON sense is usually found in the “old saws” 
quoted by the average man. 


presses a condition tersely and forcefully and in 
a fashion to be understood by the masses, namely “‘the 
Another used for many 


H. H. Merrick. 








In the Business Outlook 


our Merchant Marine. 
greater than that of any other nation in all time. The 
actual buying and consuming power of our people is unim- 


all plead guilty individually and as a nation to over- 
confidence, thoughtlessness, extravagance and waste. The 
punishment has been severe and the penalties will remain 
with us for some time to come. Nevertheless, there is 
no justification for the pessimist in his easily uttered 


predictions of disaster— 
and there is every reason 
for conservative optimism. 
Of all the nations of the 
world we are, and shall 
continue to be, at least for 
many years to come, the 
most favored and _ most 
fortunate. The wealth of 
the world centers in the 
United States. Our pres- 
ent financial power is be- 
yond the dream of any 
visionary of the past. Our 
national wealth amounts to 
many hundreds of billions 
of dollars. Our net na- 
tional debt is approximate- 
ly only twelve billion dol- 
lars. Our farms, in this 
year 1920, have given us 
products of the soil in 
value exceeding twenty- 
four billion dollars, or 
more than twice our net 
national debt. We are ad- 
mittedly second in rank in 


Our per capita wealth is far 
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less of party, demonstrated its return to sanity, its plain 
common sense and its set purpose in demanding efficiency, 
economy and discretion in the administration of the gov- 
ernment. We may safely count upon prompt and radical 
reformation by the new Congress of the Excess Profits 
Taxes, which in themselves, as applied since the Armis- 
tice, have largely produced the business diseases from 
which we have suffered. Many people believe that the 
solution is comparatively simple and will be found in a 
graduated tax on sales, but whatever the remedy may be, 
it is safe to say that we shall find it and find it promptly. 
With that, we must of necessity, have economy in Govy- 
ernmental administration. 

We have been strangely selfish and selfishly short- 
sighted in that we have refused to attempt the solution 
of the problem presented by the persistent fall of foreign 
exchange. During the war period we definitely passed 
far beyond the point where it was possible for us to con- 
sume in domestic trade our raw and manufactured ma- 
terials and products. The incoming administration is 
pledged to a common sense analysis and solution of this 
and other major business problems. 


The present maladjustment in values is due to the 
sudden and unbalanced break in prices in many lines and 
the fact that for sixty days there has been a strike on 
the part of the buying public, composed of the ultimate 
consumers, based upon their unwillingness to buy at 
prices offered by retailers; and a strike on the part of 
the retailers in their unwillingness to sell on a plane fixed 
by replacement values. The producer, manufacturer and 
jobber, in large measure, have taken their losses, charged 
them off and are planning for the future. Too often 
manufacturers have been compelled to shut down on ac- 
count of this strike as between the consumer and the re- 
tailer. Undoubtedly this strained and utterly abnormal 
condition will adjust itself rapidly, for basic values have 
fallen on a scale of from fifteen to fifty per cent. 

Labor quite generally is showing increased efficiency, 
ranging from fifteen to thirty per cent, and this, if con- 
tinued, in itself, may make it possible to avoid any radical 
reduction in wages. 

We are an emotional nation, possessed of tremendous 
driving force and of great enthusiasms, and, therefore, 
subject to startling reactions and despondencies. We 
proceed, even in business matters, by a series of ex- 
plosions. When we are on the road up, we cheer madly 
without thought of the morrow; but, when our course is 
that of descent, we are intensely pessimistic. Fortunately 
the strength of the country has been and is so great that 
each time we find ourselves on a plane substantially and 
materially higher than that from which we last departed. 
In a short time we shall ascend from the present plane. 
Production will again be substantially short of demand 
and enthusiasm will be the order of the day. Unfortunate- 
ly, in our emotionalism, we shall largely forget the les- 
sons of adversity, now firmly present in our mind, but 
after all, no genuine red-blooded American would care to 
live under other conditions, for to us, all of this is life 
and in it lies the opportunity and development of the 
individual and the wine of existence. Most of us are 
by nature composed of ninety per cent optimism and 
only ten per cent pessimism. The record of our country 
has justified this composition. 








Unqualifiedly and without limitation I view the future 
with optimism, confident that within a short period a 
condition of general prosperity shall return to us, and 
that the pains and tribulations of the last six months 
will in the future prove to have been for our best and 
permanent good. 





Careless Banking 


ESTERDAY, down in one of the Ohio towns, we 
heard an old banker giving a young farmer a little 
fatherly hell, and of a very fine quality. 

The young farmer was in the bank making out a 
check. He wrote it out in ink, but filled in the name 
and amount on the stub in pencil. He did not number 
the check, nor carry forward the balance on the stub. 

“Say,” said the old banker tapping the young farmer 
on the shoulder, “I rode out past your place the other 
day, and I observed that every furrow in your fields is 
as straight as a bricklayer’s guide line—nobody but a 
good mechanic could plow like that. 

“You take pride in the way you keep your fields, now 
why don’t you take pride in the final result of it all—the 
way you keep your bank account? 

“T am not saying,’ went on the banker, “that the 
practice of writing out your stubs in ink, always carrying 
forward the balance and always numbering your checks 
will in itself put or keep any more money to your credit, 
but carelessness, indifference in one thing will have a 
tendency to make us careless in other things—it is ac- 
cumulating bad habits to exhaust the balance in favor 
of good habits. 

“Carelessness in one thing is a negative quality entered 
in the ledger of character and is a debit item to lower the 
number and amount of credit items.” 


“You know,” the banker again continued, “if you are 
careless in plowing one furrow, it tends to throw the fol- 
lowing furrow out of line. 

“If you are careless or allow your men to become care- 
less in plowing one field that same carelessness extends 
to other fields. 

“And that’s the way of about all operations ip the fields 
of life—and including the way we keep our bank ac- 
counts.” 

“Then again,” said the old banker, “if a depositor is 
careless in keeping his account it has a tendency to make 
us careless here in this bank. 

“If any of these young men clerks see that a depositor 
is careless in keeping his account there is not the care 
in it as in that of another, a careful depositor, and sooner 
or later, as I said before, they will become careless in all 
accounts, 

“In other words, we need watching. 

“That doesn’t mean that at heart we are dishonest, 
but we are human, apt to mistakes and the more careful 
our depositors are, the more we know we are being 
watched, and the more care we exercise in becoming a 
better bank.” 





Continuing to use an out-of-date machine is like con- 
tinuing to employ a lazy workman when we can get a 
hustler for the same price. 
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HOT STUFF 


Spike Hanratty Offers Some Gentle Observations on the 
Subjects of Ambition and Organization 


By FRANK B. RAE, JR. 


OT many of the fellows know Spike Hanratty, 
N though he has been selling electrical supplies 

ever since most of you were learning to smoke 
corn silk cigarets. His territory is down in what is local- 
ly known as The Panhandle, where he rides herd over a 
docile trade and manages to get around on a pre-war 
expense account. He hasn’t many friends among the 
electrical crowd: he doesn’t need them, for he has friends 
far more interesting—prize fighters, bootleggers, news- 
paper writers, county politicians and other men of conse- 
quence. Spike himself is an ex-ball player. 

It would do you good, as it has done me good, to know 
Spike Hanratty. He is so hard boiled he has become 
mellow—if you know what I mean. Once he and Billy 
Field were held up by an amateur highwayman, whom 
Spike knocked cold with a one-two to wind and jaw. 
Then, instead of turning the kid over to the police, he 
called a cab and took him down to the toughest joint in 
town, known as the Bucket of Blood, where he adminis- 
tered an old-fashioned spanking in full view of the 
assembled yeggs and mols. 
“There,” says Spike, “that'll 
teach youse cooties to lay off’n 
me an’ my friends. ’S all right 
with me if you wanta stick up the 
chief o’ police or the like, but me 
an’ my friends is different. An’ 
just remember, kid,’ he added 
turning to the spanked desperado, 

“just remember that I could ha’ 
turned y’ over to a harness bull @ 
and had y’ sent up the river for 

a five year stretch.” 

That’s the sort of fellow Spike 
is—hard boiled enough to knock 
a gun-totter cold with his fists, 
but too tender hearted to send him 
to the pen. 


* * * 


“Spike,” said I one night as 
we sat sipping semi-professional 


















































“Trat Fetta Hap Ovent To STAYED IN THE Sticks Untit He Was Broke to Turse Here AEROPLANES.” 


8% in Tony Ragero’s back room. “Spike, why don't you 
annex a little ambition and go out after bigger coin? 
You're a great salesman, take my word for it: you can 
make ’em all eat your dust any time you care to step 
on the accelerator.” 

“For why should I chew up tires and burn up gas 
doing a De Palma in this business? I got mine, ain't I? 
—wife an’ girl in high school, an’ a house an’ flivver, and 
a few bonds an’ some jack in the bank. I got a butcher 
who’s afraid of me, and Tony here that applies the rule 
o’ reason to the Volstead law, so I eat and drink the best. 
What more does anybody want? 


“Fact is, there’s too much o’ this here hop called ambi- 
tion in the world. Lot o’ fellas we both know—good, 
smart lads that grow up from stock boys and get to be 
salesmen—they pretty soon begin to figure themselves as 
world beaters, and instead o’ buildin’ a home and raisin’ a 
family and gettin’ a little property and bein’ a real guy 
in the community, they go galivantin’ off in a pinch-back 
suit and a fuzzy hat to set th’ old world on its ear. 

Pretty soon you find ‘em living 
in a four-room flat, eatin’ delica- 
ga. tessen out’n a paper dish, tied to 
a faded flapper that’s too afraid 
or too lazy to have a kid, and 





spendin’ just eighty-three dollars 
more a year than they make. 
What did it? Ambition.” 

“Well, of course there are a lot 
of fools in the world,’ I said, 
“but you can’t blame all the 





foolishness and failure on ambi- 
tion. Maybe these fellows you're 
thinking of had the wrong sort 
of ambition, or got their ideas 
twisted somehow.” 
“Like Larry Jeems, maybe?” 
“Eh?” 


“Never heard tell o Larry 











Jeems?—him that was goin’ to 






be the greatest outfielder in the 
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world? Lissen: this is a jawful, I’m telling you. 

“Y’see, Larry was a ball tosser right. He had every- 
thing—speed, eye, hands and instinct. He'd a wing like 
a 75-cent ammeter gun what the Frenchies used, and he 
could cover more ground than a snow storm. Moreover, 
he ate moderate, didn’t drink no more’n a robin, and says 
‘yessir’ to anybody that give him a razz. So it was only 
natural that he worked up fast, goin’ from a buggy circuit 
in Arkansas to li’] old New York in just two years. 


“The team opens the season on a good hot day, and 
they was more people in the Polo Grounds than they is 
smells in a glue factory. The mayor throws out the first 
ball an’ beans a phutygrapher, an’ the band plays sumpin 
which folks thinks is the national anthem so everybody 
gets up like it is the seventh inning, and some guy yam- 
mers a Yiddish invocation through a megaphone, and the 
old ball game begins. 

“T ain’t a-gonta try to repeat that game—you can look 
it up in the record book if you're interested—but I’m 
telling you about Larry Jeems. N’York was one run to 
the good when they come in to the ninth inning, and a hit 
and a boot and four wide ones puts three on and two out. 
The next fella up hits a fungo a mile high, and Larry he 
gets under it and waits for it to come down in his mitt. 
And just 
then, one o’ them flyin’ machine fellers come into sight 


They wasn’t no wind and it was a sure out. 


over the grand stand and Larry forgets about business 
to speculatin’ about areoplanes and such.” 

“Well? What then?” 

“Ain't that enough? A outfielder what forgets about a 
fy ball under them circumstances might just as well burn 
his glove and learn a useful trade—soda jerkin’ or the 
like. 
stuff to get onto the team that won the pennant, and 


This fella, Larry Jeems, had the ambition and the 


stead 0 watchin’ a fly ball as he was paid to do he gets 
to speculatin’ about areoplanes and such. 

“But I don’t see 
“That fella had 
ought to stayed in the sticks until he was broke to these 
He wanted 


“Lissen,” said Spike, impressively. 


He had too much ambition. 
They’s a lotta fellas like that.” 


here areoplanes. 
to go too fast. 


* * * 


I'll have to tell you another of Spike Hanratty’s 
He and I had been lounging in a hotel lobby, 
talking to a salesman whom we knew slightly. The fel- 
low was bitterly sure that he was underpaid, that the firm 


stories. 


was getting rich on the sales he made while he could 
hardly “make both ends meet’—to which Spike rejoined 
that he was lucky to make one end meet, but this went 
over the gadder’s head. 

“That feller,’ said Spike when we were alone, “‘that 
feller reminds me of Midget Muldoon, a fenee buster what 
used to play on the old Emeralds. Midget was the Babe 
Ruth of his time. He could hit more kinds of pitching 
farther than anybody in either league, and-every sandlot 
team on the circuit had official balls which “Midget had 
busted over the fence. 

“Well, it got so’s people came just to see Midget p ° 
‘em, and as a natural consequence the big feller got all 
swelled up on hisself. His pay looked ke a ware!house- 
ful of sugar to the rest of the pastimers, but it wasn’t 





enough. When it come to signin’ up next spring he asked 
for more jack than the Alleys gyped off’n Germany. 

“ “They ain’t that much money in the world,’ says Kid 
Junk, who was managin.’ ‘Try thinkin’ in U. S. dollars 
instead o’ in Chink coppers. We'll pay so much, and no 
more, and he names a figure that would ha’ sounded like 
«a Liberty Loan to me. But Midget wouldn’t take it, and 
so the team goes south without him. 

“But the day before the season opens, the big town 
was plastered with circus posters. ‘Come out and see 
Midget Muldoon knock ’em over the fence,’ is the way 
them posters reads, and names the Fair Grounds as the 
place, and the opening day of the season as the time. 


“Quite a lot of people fell for the posters and went to 
see Midget. There he was with a pitcher and a catcher 
and a dozen kids scattered around the far end of the 
Fair Grounds park. He had a band and a barker, and 
the stunt was for the pitcher to serve ‘em up while Midget 
knocked the cover off’n the ball. He done it for a hour, 
busting seventeen perfectly good balls and runnin’ them 
outfielder kids ragged, and then the show was over. 


“Well, that’s all o’ that. It finally got through the 
poor yap’s bean that he wasn’t a whole show by hisself, 
and that there’s more to baseball than hittin’ the horse- 
hide a mile and a half. He found out something about 
what's behind a star man that lets him be a star man. 
He summed it up pretty good when he went back to ask 
Kid Junk for his job: 

““T can’t make no money knockin’ home runs unless 
they is a team behind me and a team against me and six 
other teams workin’ in the league, along of a lot of man- 
agers and ticket takers and bat boys n’everything. I used 
t’ think they was all livin’ offa me, and that I was a 
sucker to let em get the sugar while I done the work. I 
Yessir, I’m a changed man. I know 
If they wasn't 


gotta new think! 
now why they call it organized baseball. 
any organization they wouldn’t be no baseball.’ ” 





Nothing tones down a trouble maker so quickly as to run 
into someone he isn’t sure he can lick. : : 


No one ever graduates from the University of Hard 
Knocks. ; : ; : : 


Most people see everything but the obvious. 


- Mistake are assets—if we don’t make the same ones 


twice. 


Many a woman has cured a man of the tobacco habit—to 
her lasting regret. : : : : : 


Old Sally Prime still hovers between life and death. 
Doc Mock don’t seem to help her much one way or the 
other. : : : : : 


Steve Mercer, the barber, says that one customer in the 
chair is worth two waiting—and a whole shop full of 
loafers. : : : : 


Character is the most important thing in this life— 
next to that is knowing when to stop talking. 
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The Trend of the Times 


A Rapid-Fire Business Analysis of Conditions—Present and Future—That 
All Should Take to Heart 


By FREDERIC P. VOSE 


General Counsel, National Electrical Credit Association 


HE Ambassador of Commerce, our hero, to whom 
this publication appeals and ministers, faces a par- 
Truth, we all do, but 
Sentiment throughout the country is con- 


ticularly trying situation. 
he especially. 
Commercial comment runs the 
gamut from pessimism to optimism, back and back again. 


fused and contradictory. 
Conditions change from 
week to week, day to day, 
and hour to hour. Things 
true at this moment of dic- 
tation will be out of date 
by print time. 

How is the salesman to 
continue his rounds 
“smilin’ thru’ when things 
about him are changing 
This 


morning's paper tells of a 


from blue to black? 


voluntary petition in bank- 
ruptcy filed in New York 
by a manufacturer of wood 
products, with assets ap- 
#2,700,000 
and liabilities, $1,000,000. 

How is it possible for a 
214 to 1 to 
the good, to be forced into 
bankruptcy ? Answer: The 


greater 


proximately 


concern with 


portion of _ its 
property consisted of real 
estate, 
frozen assets. 


machinery and 
The concern 
had exhausted its borrow- 
ing capacity. It was 

pinched to death in the tight money market. 


reckoned with the times. 


It hadn't 


Today certain large wholesale drygoods houses an- 
nounce cuts to 50 per cent of former selling prices. 
Even greater concessions will be made. The end is not 
yet. The packers assert that their $100,000,000 invest- 
ment in Latin America is a “long pull investment”’. 
There is no present market for South American beef. 
The European demand is ended. 

President Farr of the American Shipbuilding Company 


Packers are blue. 


states that American competition with foreign builders 
is out of the question until labor costs are sharply low- 
ered in this country. 
although he pays nearly double the price for basic ma- 
terials, is able to produce ships at from $20.00 to $30.00 
per dead weight ton less than the American builder. The 
only hope for American industry is increased efficiency 


The British builder, for instance, 


and application on the part of our workmen, which will 





FREDERIC 


go a long way toward reducing construction cost. Farr 


wears indigo specks. At that he sees pretty clearly. 

Happily, the electrical industry has not been hit as 
hard as the automobile and textile manufacturers, shoe- 
makers, et al., notwithstanding which our trade is suffer- 
ing from any one or all of the following economic ills: 

1. Pyramiding of or- 
ders, 

2. Unjust 
of orders, 

3. Inflated 

t. Depreciation in 


cancellation 
inventories, 


prices, 

5. Changing from sell- 
er’s to buyer’s market, 

6. Deferred 
——paper settlements, notes 


payments 


and trade acceptances, 


7. Labor’s — reluctance 


to produce. 


Smiley Glad 


What’s the other side? 
Well, here’s a few: 
Steel earnings for the 


last quarter are over $48,- 
000,000, a gain of nearly 
$5,000,000 


ceding period. 


over the pre- 


Westinghouse shows a 
big increase in sales with 
the that the 
present fiscal year will ex- 


prospect 


ceed the previous year 


P. Vosr 


for 
wheat the 
There was a bumper corn 


Export demand 


has boosted 
price of that commodity. 
crop, record yields in rice, sugar beets and_ tobacco. 
Highly favorable yields in cereal grains, fruits and vege- 
tables. All these are being helped by release of freight 
embargoes, lifting of blockades, and greater railroad ef- 
ficiency in securing movement of enlarged tons more miles 
per day. 
Top Of The World 

Financially, we are still sitting on top of the world. 
Thrift campaigns in the past have given us 20,000,000 
bond holders—partners of Uncle Sam. Checking and 
saving accounts are greater than ever. Aggregate de- 
posits in our banks are billions more than the combined 
banks of the outside world. Folks are spending less 
foolishly. 

Building demand was never greater throughout our land. 
For the first time in our history the combined population 


(Continued on page 96) 
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Salesmen vs. Order Takers 


Prize-Winning Replies to Contest Indicate Important 


Service Performed by Salesmen of Jobbers 





EW, outside of the jobbing branch of the industry, realize the responsibilities of the job- 


bers, salesmen. 


Certainly no other class of salesmen, at least within the electrical field, 


are called upon to exercise a higher degree of salesmanship. Still, one occasionally hears the 
statement that jobbers’ salesmen are order takers. To effectively answer this criticism we of- 
fered a prize of $25 for the best statement from a salesman as to why he was a salesman, not 


an order taker 





and a prize of $10 for the next best. We present herewith the prize-winning 


replies, together with a few other particularly noteworthy ones. We regret that space does not 
permit of publishing all of the many excellent replies received. 


First Prize 


James F. Hall 
Hatfield Electric Co. 


ARRY STODDARD climbed off the train for his first 
call on the trade as an electrical jobber’s salesman. One 
question was uppermost in his mind: “Would this work 

of his develop into the mere routine of the order taker, or 
would there be an opportunity of qualifying himself as a real 
salesman, necessitating a little initiative and helpful co-operation 
for the dealer on his part; and would there be a chance for him 
to utilize his university education and personality as a vital 
means of developing future business?” 

Thus he approached his new task with the happy optimism of 
the novice, and with the enthusiasm and glamour of the trade 
uppermost in his mind. As inevitably as fate, the first buyer he 
bumped into relieved him of all the exultant “pep” in his system, 
and further, he became decidedly aware of the fact that just 
because he happened to represent such and such a house, carry- 
ing a good line and quoting the right price, didn’t put the 
customer’s name on an order. 

However, on Stoddard’s next trip we are readily shown why 
he is going to rank as a real salesman in contrast to the order 
taker. He stepped into the side door of an ordinary-looking 
hardware store, so typical of the small town in the middle west, 
and, happening to see a young man tinkering with a socket 
and a piece of lamp cord, inquired for the proprietor, who had 
bought a few miscellaneous supplies from the house at some 
time in the past. 

“Whom do you sell for?” the fellow asked of Stoddard. 
“Why, I'm representing the Hyatt Electric Co., and I will be 
in every month regularly to see you, in hopes that I can co- 
operate with you in every way possible in our line of business. 
How is business in Spencer, and are they keeping you on the 
Jump with electrical work?” y : 

“Naw, the boss says that he don’t think that the electrical 
work is going to amount to much, and he hasn’t done anything 
for the last two months to speak of. I don’t think he wants 
anything at all, ’n,’ if you’ve got anybody else to see here, you 
might just as well go ahead and not waste your time waitin’ 
here on him.” ; 

“But say, man,” Stoddard interrupted, “doesn’t some dealer 
in this town sell electrical appliances, fixtures or supplies?” 

“Naw, this town ain’t big enough fer that. It’s only about 
3300 population.” 

“But,” continued Stoddard, “haven’t you had inquiries re- 
garding electrical washing machines or vacuum cleaners from 
time to time?” 

“Naw, only Mrs. Hill up here asked the other day to see an 
A—— cleaner, as she had seen it advertised and thought maybe 
she would like to have one.” ; 

H’m, thought Stoddard, maybe we can arrange to develop a 
little business here yet. “What’s your name?” inquired Stod- 
dard. 

“Beem,” answered his conversationalist. 

“Well, say, Beem, have you ever done any electrical work 
such as housewiring, line work or motor repairing ?” 





“Yeah, I used to work for the Michigan Power Co., but I 
met with an accident to my leg that made it impossible for me 
to continue with my work. I’m getting a pension now each 
month from that company.” 

“Now, Beem, have you ever given a thought to what it might 
be worth to you to get into business for yourself? Do you 
realize that you’ve got a real opportunity for such a propo- 
sition right here in Spencer? For example, take Mrs. Hill. 
There are going to be dozens of ladies here just like her who 
are sure to become interested in washing machines and vacuum 
cleaners sooner or later, due to the splendid amount of national 
advertising that is being done on these appliances. As a result, 
some dealer in each locality is going to reap the benefit of such 
advertising and right now would be a fine time for you to get 
lined up on the proposition. Why think, man; this town of 
3300 here without an electrical dealer! You can expect a 
mighty consistent amount of housewiring in addition to a good 
business in fixtures, supplies and appliances.” 

“Well, I’m not so sure of that,” replied Beem, “but I'll tell 
you what I'll do. If you'll bring a vacuum cleaner down here 
the next time you call, and will show me how to sell ‘em, and 
while you’re doin’ it, sell one to Mrs. Hill, I believe that I 
would be willing to consider getting into business for myself 
on this line.” 

Humph, thought Stoddard, here’s a real challenge to my ability 
as a co-operative, educative type of jobber’s salesman. 

“All right, Beem, I’ll do it. You arrange with Mrs. Hill for 
my demonstration at two o’clock on Tuesday afternoon, Feb- 
ruary 20th, and I’ll be here to spend the day with you. And 
in the meantime, Beem, you think over carefully vour chances 
here for establishing yourself in business. Weigh all sides of the 
proposition and think about what you can afford financially in 
the way of a location and stock of supplies, appliances and 
fixtures.” 

“All right, Stoddard. Thank you. I’m glad you talked this 
over with me today. I will think over your suggestions and 
will expect you here on Feb. 20. Good-bye.” 

Well, on Feb. 20, Stoddard arrived with a vacuum cleaner, 
washing machine literature, appliance catalogs, fixture and sup- 
ply catalogs, ready to accomplish all that he could for Beem 
and the little hamlet of Spencer. 

They went to Mrs. Hill’s, where Stoddard sold the cleaner, 
at the same time showing Beem how it was done. Then he 
and Beem got their heads together on what they could do for 
Spencer in the way of electrical merchandising and small con- 
tracting. The result, 16 months hence, is that Beem has a nice 
little store devoted exclusively to the electrical business. His 
net profit on washing machines and vacuum cleaners has av- 
eraged about $140 per month; his fixture business carries him 
along at a net profit of about $225 a month, and, in addition, 
he has his lamp sales and miscellaneous appliance sales. His 
housewiring contracts and repair work has been a little more 
than he has been able to keep up with. Thus his opportunity 
in Spencer has unfolded itself, and he has proven capable of 
developing with his business. 

But where does Stoddard and the Hyatt Electric Co. come in? 
Listen, friend, just let that take care of itself. Stoddard and 


(Continued on page 62) 
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Here Is the Advice 


of a Master Salesman 


Think Before You Speak 


Power of Expressing Thoughts Logically Easily Acquired 


By INTERVIEWER 


bs OOD MORNING. Glad to see you! Be seated. 

Smoke one of these cigars: my friends say they 

are very good. I’Jl just complete one or two 
matters, if you don’t mind, and then we can talk with- 
out interruptions. You find me in the midst of prepara- 
tions for my semi-annual visit to as many of our cus- 
tomers as can be seen comfortably within a’ fortnight. 
Now that my duties require my presence here most of 
the time (he signs G. M. after his name now), these little 
trips are of great help to me in keeping abreast of con- 
ditions in the field. 

“You desire me to talk about salesmanship, don’t you? 
I'll do that willingly, but do not look for anything spec- 
tacular in what I have to say. Also there are many 
phases of selling that I do not consider myself competent 
to discuss, notwithstanding that selling is just about the 
only business I know. In fact, some of the men you have 
interviewed said things 
which were distinctly 
new to me, and I have 
profited greatly by 
reading those reports. 
But if I may be per- 
mitted to talk about the 
phase of selling which 
interests me most—well, 
I’m ready whenever you 
are.” 

I was ready then, and 
said so. The reader, 


















































too, will do well to concentrate upon what follows, be- 
ginning with the very first sentence, for this man does not 
waste his words. The very first paragraph will land you 
in the thick of this discussion. 

“I wish to begin by saying as emphatically as I know 
how, this: Few salesmen, few men generally, think long 
enough and deeply enough before speaking. Indeed, I do 
believe that there are some men who think not at all, or 
only in the most primitive fashion, before opening their 
mouths and allowing the sounds that make words to come 
forth. Furthermore, many men, while they do indeed 
make a serious effort to think before speaking, are habitu- 
ally so illogical in their manner of thinking that what 
they say carries little weight, especially when said to 
effect the sale of something. To understand one’s goods, 
to know something of human nature, to comprehend the 
principles of selling—of what practical value are those 
things when one’s con- 
clusions are illogical and 





one’s speech suggestive 
of the prattling of little 
children! 

“Those shortcomings 








are especially disastrous 
to the work of the sales- 
man, and I know of no 
other class of men in 
business who stand to 
gain any more through 
logical reasoning and 
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straight speaking. For the transaction of selling hinges 
upon a mutual understanding between the seller and the 
buyer, a meeting of minds. But if the salesman is with- 
out a clear thought in his own mind to begin with, and 
lacks ability, too, in formulating thoughts into clear, pre- 
cise, logical statements, it follows that he cannot possibly 
get anything of real selling value across to the mind of 
his prospect. Yet how little importance is attached to 
those essentials. 

“Therefore, from my point of view, the salesman who 
would be truly successful in his work must strive con- 
stantly for further improvement in these three things :— 
First, to have sound thoughts about the things he sells; 
second, to understand himself what it is that he thinks; 
third, to express those thoughts logically to others. Now 
my own experience, together with much observation cf 
others, encourages the conclusion that a very general 
tendency exists among salesmen to slur over that second 
step most grossly. I suppose there is a sound reason for 
that in the fact that thinking, in some form, even though 
the most elementary, and speech, even if nothing more 
than gutterals, are faculties common to all men and used 
All thinking, so psychologists tell us, be- 
Place a big apple 


instinctively. 
gins in perplexity, hesitation, doubt. 
in a child’s left hand and a big orange in its right hand— 
the child’s part in the affair up to that point has been 
simply one of reaching out instinctively and clutching; 
not even the most elementary form of thinking has been 
But go on now and offer to that already en- 
Immediately there 


necessary. 
cumbered child a large piece of cake. 
is given a problem for the child to solve, a purpose to be 
hold of the cake? The apple 
or the orange, one or the other of them, must be laid 
down in order that the cake be taken up. 
children will get through with the problem of how to 
acquire that cake very quickly; others, typifying the 
weakness in salesmen that I want to make clear, get no 
further than to hold tight to what they have and crying 
with all the power of their lungs. Well, we men are only 
children grown tall. 

“Ella Wheeler Wilcox says: ‘Human thinking is still 
in as great a state of disorder and jumble as language 
was before the alphabet, music before the scale was dis- 


accomplished—how to take 


can Some 


covered, printing before Gutenberg, ormathematics before 
Pythagoras formulated its laws.’ She is talking of 
humanity at large, of course—the very men she mentions 
prove that there Nevertheless, I do 
insist that where your average salesman is most in need 


are exceptions. 


of assistance is in discovering just what it is that he 
thinks before attempting to convey that thought to his 
prospect. Just imagine what would happen if an archi- 
tect, immediately he got the germ of an idea for a public 
building that was needed, rushed to the city fathers at 
once and endeavored to secure the contract for that job. 
Without plans or drawing showing the details of the 
building and making clear how it would look when com- 
pleted, he would be helpless in explaining his idea to 
others. Well, the architect expresses his idea in terms 
of the first language, pictures. The work that the archi- 
tect does in expressing his idea pictorially parallels the 
work that the salesman must do under the second of the 
three essentials which I mentioned—he must discover just 
what it is that he thinks and, then, reduce that thought 
He must do that in 
is that he thinks, 


to clear, precise, logical statements. 


order to understand himself what it 





first of all; and without he does so he cannot hope to make 
his thoughts clear to others. 

‘Now, it was with design that I used that illustration 
from} the architectural field, for it was a very dis- 
tinguished architect who helped me to realize my need 
for just the ability that I am saying now that all sales- 
men must develop in order to succeed in a big way. I'll 
explain. Let me say, to begin with, that I received only 
a very meagre schooling, getting no further than the be- 
ginning of my second year at high school, at which time 
it became necessary for me to begin earning money to 
help keep the family pot boiling. My first endeavors 
were in overalls; and I’m rather proud of the fact that 
I acquired a fair measure of proficiency in several lines 
of work having to do with building, before I became im- 
bued with ambition to become a salesman and sought a 
position with the house-to-house canvassing crew work- 
ing for the local central station—yes, I’ve ‘pulled door 
bells,’ hundreds of them. 

“When I decided to get out of overalls I was helped 
greatly in that decision by the encouragement and friendly 
counsel of the architect having charge of the work where 
I was employed. He had taken a liking to me for some 
reason, and always when he met me, after I had embarked 
in the field of selling, he would stop and inquire pleasantly 
as to my progress; and when I landed in a position as 
salesman for this house I think that he was almost as 
much delighted as I was myself. And I started out on 
the road with the highest hopes of success, and with his 
words of encouragement ringing in my ears. But mighty 
indeed was my fall. I simply could not make satisfactory 
headway. Orders I got, yes. But selling—try as I would 
I could not make a go of it. In my despair I sought out 
my friend the architect and laid my troubles before him, 
and he did indeed prove himself a friend in my hour of 
need. 

““John,’ he said, ‘I’m not surprised that you have met 
with difficulties; I rather suspected that you would, but 
dared not say so for fear of discouraging you. But now 
that you are committed to this work I feel sure that you 
will see it through, even though what I am going to sug- 
gest as the solution of your difficulties does mean the 
burning of considerable midnight oil. As I see you, you 
possess all the attributes for success excepting one; you 
have enthusiasm, energy, determination, honesty. You 
make a pleasing impression upon those you meet, but that 
impression redounds to your hurt eventually, because it 
makes people feel sorry for you. When you were call- 
ing on housewives and selling them irons and other such 
things you had something tangible to talk about, some- 
thing that most of them wanted in their hearts, and your 
gcod nature and faculty for appealing to the sympathetic 
emotions just about did the rest. But now you are faced 
with a vastly different problem. 
intangible something called, profits. 
instead of the actual commodities. 
to reason rather than emotions, just as I do in my selling. 
My cl'ents buy comfort and shelter, but they pay, of 
course, for bricks and mortar. Well, it is my belief that 
your handicap resides in the fact that you have never 
learned to think deeply, reason accurately and express 
yourself clearly. The dealers and contractors you are 
calling on now demand to be shown, to be given sound 
arguments and convincing reasons why they should order 

(Continued on page 90) 
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You carry a catalog 
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Changing Glare to Stare 


Some Common-Sense Suggestions for Improving Show-Window 
Lighting—A Profitable Field 


By W. E. UNDERWOOD 


ECENTLY, the writer, having just mixed in with 
some high-brow art critics and realizing therefrom 
his uncultured state, visited a famous art museum 

with soul athirst for mental uplift. To pass a few quiet 
hours with the handiwork of the great masters, it seemed, 
must surely be inspiring to one whose art ideas had been 
mostly culled from Mutt and Jeff or picture post cards. 


Imagine then getting into the midst of hundreds of 
wonderful pictures ; wanting to see them all and not being 
able to on account of perfectly rotten illumination ! 

Not only was the light way too dim, but it was evident 
that no thought whatever had been given to directing 
the light. Wherever the picture was behind glass, that 
-anvas might just as well have been turned towards the 
wall. The observer could find no position short of stand- 
ing on his head where the glass did not reflect light di- 
rectly in his eyes. 

Here was a million dollar marble edifice, containing 
fabulously valuable art treasures. Certainly not five 
thousand dollars, nor a day’s thought had been spent on 
the lighting, both natural and artificial, yet because of 
this oversight, the whole museum had lost much of its 
value and interest. It is as ridiculous as building an art 
gallery for blind men. 

On a colossal scale this oversight of the vital need for 
good illumination where art treasures are exhibited re- 
flects the similar fault on the part of many merchants in 
regard to window displays. No matter how attractive the 
merchandise; no matter how carefully selected for selling 
appeal; no matter how tastefully arranged; all is wasted 
money and effort as far as the public is concerned if the 
lighting is poor. 

We can’t see in the dark and that simple fact ought 








to be as obvious as the side of a barn, yet thousands of 
merchants do not realize it. To nine store managers out 
of ten, window illumination is the last and smallest item 
that concerns them regarding their display windows. 
Many would not even think to mention it if questioned as 
to the essentials in producing a good window exhibit. 
However and notwithstanding, illumination is the thing 
of primary importance and rightly it should be the first 
consideration. 


Advertising experts with a fondness for statistics claim 
that window displays are responsible for about 20 per 
cent of all retail sales of merchandise. Whether or not 
this figure is correct, it is an air-tight cinch that all our 
live stores are not spending good money on window dis- 
plays without mighty convincing evidence that the invest 
ment pays. 

If window displays pay dividends during the daylight 
hours, there’s no earthly reason why they won't work 
overtime, if they can be effectively lighted by artificial 
means. The country may be dry, but people still retain 
the habit of staying up after dark and folks who ar 
attracted by a good window display on Tuesday night 
are likely to be cash customers Wednesday morning. 

Furthermore, the merchant with an eye to good window 
illumination has an added chance to compel attention to 
his goods at night—an opportunity that is lacking in the 
day-time. To illustrate, imagine two dry-goods stores 
side by side with equally good window displays. Both 
have plenty of daylight and it’s nip and tuck as to which 
window attracts the most trade. But, as day-light wanes 


(Continued on page 77) 











“SHow THE MERCHANT THAT ILLUMINATION Is ImporTANT Because It Brrxncs Mort Money Into His Store.” 
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Adventures of Hardluck Sam 


In Which Our Hero Loses a Double-header to the Jinx 


EAR PHIL:—Well, the last time I seen you fel- 
D lows, I was low in my mind and my pulse was 

27 degrees below Stockyards, but if you could of 
seen me one night last week, you would of thought one 
more clean shirt would do me till they shoved down my 
eyelids and started the autopsy. 

They say Bat Nelson was a hog for punishment, but, 
believe me, boy, I could make Dempsey bust all his 
knuckles on my dome and cry himself to sleep to see me 
come up smiling. Phil, I don’t know whether you go 
in for that White Way stuff or not, but anyhow, the next 
bird that mentions it to you, plant a three-bagger be- 
tween his nose and name it after me. 

I got a telegram to go to Ramsey and bid on White 
Way equipment, posts, globes, cable and everything. You 
know the game on that civic improvement stuff. Every 
sunofagun in the territory was there, shining up to the 
Aldermen and the Mayor, making love to their ugly 
daughters and praising their wives’ cooking, all to get a 
stand-in when the votes were cast. 

Yes, I was bad as the rest. I raved over Jersey cows, 
draft horses and Standard Bred poultry, petted dogs and 
children, and prayed for rain till you'd of thought I was 
the Farm-Labor candidate for President. For three days 
we battled and shaved our bids to a Each 
peddler would tell the Aldermen what a wonderful place 
Ramsey was, and how the White Way would make Spring- 
field jealous, etc. Then back to the hotel on a techni- 
cality to cut the bids some more. The writing-room looked 
like a night-school up to 1 A. M. 

I’m not much on figures, but I sure made the price of 
pencils and paper rise. I went through everything from 
fractions to trigonometry before I got my bid where it 
would give my rivals heart-disease. So when the big night 
rolled around and the bids was opened, you could of 
knocked me down with a crowbar when they handed the 
job to my house, amid weeping and gnashing of teeth 
among the also-bids. 

Proud? Well, I'll say I strutted around that burg like 
I'd crossed Harvard’s goal. I bummed with nobody but 
D. S. C.’s and the Four Hundred, and spent my money 
like it was a pleasure. I was the man of the hour, the guy 
who was going to turn night into day and make the streets 
safe for the nighthawks. Then, just as I was thinking 
of settling there and running for Marshall, I got a letter 
from our sales manager about the White Way order. 

Phil, I wouldn’t of believed one white man could write 
another one a letter like that and still sleep at night. He 
said he had always thought he had underrated me, and 


shadow. 


now he knew it. He apologized. He said he and the en- 
gineers went over the order, and as near as he and an 
adding-machine could make out, we stood to clean up 
$4.87 on a four-thousand dollar job. Wonderful, he says, 
how did I do it, and if I hadn’t taken arsenic yet, would I 
please come in and give him just one crack at me before 
they sent me to the Pen for obtaining salary under false 


pretenses. He said I couldn’t sell umbrellas if it was 


raining glue, and would I figure what I owed the firm so 
they could send the Janitor out in my territory. 

Of course I lit out for home, mad as a hornet, but 
when I hit the office Old Hardboiled was away, or me 
and him would of gone round and round. I was just 
going to leave when I seen a telegram from the factory 
on his desk, which read: ‘Dry batteries advance 20 
per cent today. Advise all salesmen.” 

Say, I couldn’t get out of there quick enough! I seen 
where I could clean up some big orders and get even 
with that bird for saying I wasn’t no salesman. I would 
go out on the first train, quote the telegram, and load 
everybody up at the old price, as I hadn’t been notified 
of the advance. I headed straight for a bunch of live ones, 
and then I don’t know why it was, but I lost my nerve! 
I got to thinking that it wasn’t fair, and besides, they 
might refuse the orders and get me in bad with the 
customers, and by golly, I just quit cold and went to 
work selling at the new price. 

Somehow I couldn't make any headway, just a barrel 
here and fifty there, but I felt pretty good that I didn’t 
take advantage, and I began to think it would square me 
when I told the sales manager how I struggled along 
doing the right thing when I could of cleaned up. A 
couple of telegrams came, but I wouldn’t touch ’em for 
fear he would give me some lip and I would lose my 
temper and hurt him. 

Well, I was sitting in the hotel at Centralia when they 
called me to talk long distance to the office. I didn’t want 
to take the call and I was afraid not to, so I flipped for 
it and the quarter said talk. I went in and said: “Hello.” 
It was Old Hardboiled. “How many barrels of batteries 
have you sold?” he asks. ‘Five,’ I says. “Are you sell- 
ing ‘em at the old price?” he says. “No, sir!’ I says, 
drawing myself up till I hit the top of the booth. He 
let out a screech you could hear a block. “You big hill- 
billy!’ he squalls, “I sent you two telegrams to sell all 
week at the old price! You blank-blank mass of misery, 
go drown yourself!” 

Can you beat it, Phil? Why, you can’t even tie it! 

Yours for Bolshevism, 


SAM. 





Bet on the talker for the first heat, but put your money 
on the doer for the race. : : : : 


Before things will flow our way we have to start things 
flowing the other fellow’s way. 


Living may be higher, but it isn’t so hard to get the price 
of a living. Don’t you remember when everybody worked 


Saturday afternoons?  : : : ; 


Keeping old customers is as important as getting new 
ones. : : : . , 


It’s never the job—it’s always the man behind the job. 
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Pictorial Review of Electrical Developments 
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These speed mer- eee j © U. & U. 


Get on your mark, get set, go! 
chants of the fair sex will give their future husbands a Since aeroplanes came into common use the words 
run for their money some day after their days with the “birdseye view” have disappeared. It is now “aerial 
Western Electric Co., Hawthorne plant, Chicago, are over. view.” So here’s an aerial view of the recent New 
The photo shows a scene in a relay race on Western York Electrical Show at which a sample of nearly 
Electric field day which is an annual event at Hawthorne. everything electrical was exhibited. 


© VU. & U. 

One, two, three, etc. Who says 

electricity doesn’t run the world? 

Even the number of mortals in this 

great U. S. is counted by electrical 

machines at the rate of 29,000 per 
hour. 





© Kadel & Herbert. © U. & U. 

A clever housewife, as seen above, has Alfred M. Hubbard, 19 year old 

placed a lamp on her vacuum cleaner so Seattle boy, above, claims he has 

as to be able to see the floor in dark invented an atmospheric electric 

corners and stairways as well as to avoid generator which takes electrical 

picking up hairpins, etc., which are in- energy from the air and turns it 
jurious to cleaners. into power. 





© U. & U. © Kadel & Herbert. 
Interesting device, a wind tunnel, in which aeroplane stability, The largest four-dial clock in the world 
required horsepower for driving aeroplanes, etc., is tested. The (above) is on the top of the Metropolitan 
machine, as can be noticed, is electrically driven and requires building, New York City. It is controlled by 
about 100 hp. to operate it. The big eight-blade fan revolves _ electricity and cost over $100,000 to install. 
at 1200 r. p. m. producing a wind speed of 180 miles per hour. The dial measures 261/, ft. in diameter. 
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Pictorial Review of Electrical Developments 

























© Kadel & Herbert. 

An electrical sound amplifier, which has been recently in- 

vented, enables a speaker to talk to an immense audience too 

large to come within the range of his voice. It will reproduce 
his voice in any volume from a whisper to a roar. 


© Keystone View Co. 

The above windmill electrical generator was 

designed by a French inventor who says he can ‘§ 
build them in all capacities from 1%, to 100 hp. 


© Keystoiw' View Co. 
The above photo shows how a chess game was played by elec- 
tricity (over the telegraph wires), one player being in Holland 
and the other in Berlin. 


Kadel & Herbert. 

The odd Tooking object above is a radio con- 

denser which takes the place of the antenna and 
ground system of a radio station. 





’ . © Kadel & Herbert. 
— — —_ " The above piece of mechanism in the Massachusetts Institute 
of Technology showed that the earth weighs 6,000,000,000,000,- 
000,000,000 tons. Some hefty! It would seem though that the 
earth’s weight must vary since the inception of aerial naviga- 
tion. 


Gradually electricity replaces steam on the rail- 
roads. Above is a type of electrical switch en- 
gine employed by the Ft. Dodge, Des Moines and 
Southern R. R. near the gypsum mines in Iowa. 
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Pictorial Review of Electrical Developments 
























This unique lighting installation is comprised of Cooper-Hewitt equipment 
and as can be seen makes a very efficient installation for some purposes. It 
is also well to note the odd, yet modern, machinery, each machine being driven 
by individual electric motors. Photo is that of the interior of a Chicago 


industrial plant. 





© Kadel & Herbert. 

So this is Broadway! Yes, it 
is, and this is one of its myriad 
of signs. 


© U. & U. 
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© VU. & U. 

Thousands of lamps, hundreds of fans, over a dozen 

elevators and numerous other electrical devices in the 

capitol at Washington are energized and controlled by 
the above apparatus. 


The Kaiser's in the 
hoozegow now. Maybe 
he is and maybe he 
isn’t, but the above 
photo shows how his 
palace is “going to the 
» dogs.” Even the birds 
make their nests in the 
canopies over the elec- 
trie lights in his old 
abode. 





@ Kadel & Herbert. 











© Kadel & Herbert 

The above photo of the Singer 
building, New York, shows with what 
splendor electrical illumination can 
offset the blackness of night. 
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©u.éU 

In the Army building at Bush Terminal, Brooklyn, are 

90 electric freight elevators which are controlled by nine 

operators at distant desks. One of the operators is seen 
at his switchboard above. 
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Pictorial Review of Electrical Developments 









































The above photo shows the great part electricity is playing in 
reclaiming the good health and physical condition of wounded 
veterans of the World War. This view shows how the electric 
treatment is applied to the arms and legs of men suffering partial 
paralysis. 












Boys, put on your smoked glasses if you 
don’t want to ruin your eyesight. Photo shows 
how the leading lady in Ed Wynn’s Carnival 
massages her limbs with a violet ray machine. 







When the above picture 
was taken the magnesium 
in the flashlight powder 
formed a circuit between 
the photographer and the 


electrical apparatus 

Above photo shows a crew of American tele- shown, causing the pho- 
phone men installing Western Electric telephone tographer to be knocked 
equipment in Brazil. The American Telephone clear across the room by 
& Telegraph Co. recently conducted an interest- 12.000 volts. He still 
ing survey on this subject in South America. ede. 











When you get up on a cold winter 
morning and go out on the back porch 
for your milk, do you ever think of 
the work entailed in filling and cap- 
ping the bottles? Well, the electrical- 
ly operated machine on the left is 
one of those which fill and cap milk No, it isn’t an elevator shaft. It 
bottles by the hundreds every day. is an electrical precipitator for col- 

lecting the phosphoric acid driven off 
by smelting a mixture of phosphate 
rock, sand and coke in the oil burn- 
ing furnace. 





Photos© U. & U. 
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Thought Stimulators . . 57 2aviv cwson 


T takes a well balanced mind to see both sides of a 
| pe 

Often times we are so obsessed with our own self 
interest that we cannot see the other’s self interest. 

Seeing the other side gives a clearer understanding of a 
whole question—including our side. 

This does not mean we must believe in or be on the 
other side in order to see it, but we can see the other’s 
viewpoint, even though it is not ours and may not be the 
true one. 

Seeing the other side will aid us to get right if we are 
wrong, or it will help us in convincing the other of the 
right if he is wrong. 


The most valuable men on both sides of a controversy 
are those able to see the other side. 

In a labor controversy, it is the labor leader able to 
see the employer’s side, and the employer able to see the 
men’s side. 


A lawyer can naturally conduct his case better if he 
knows the testimony and argument of the other side, and 
he can often forecast this by seeing, assuming the other 
side. 

A salesman can convince the buyer more quickly, more 
easily, if he can see the buyer’s standpoint. He can de- 
fend himself in competition, if his position be defendable 
in truth, by knowing the competitor’s viewpoint. 

Charles Reade in his novel, “Put Yourself in His 
Place,” presents this idea through the medium of a char- 
acter whose invariable motto in time of argument and 
strife is: Put yourself in his place. The book, which 
is an old one, is worth reading just to get this suggestion. 


Where controversy is involved it is often much more 
quickly and expeditiously settled by outside representa- 
tion. 

The lawyer is valuable even in controversy that does 
not get into courts; he is valuable in keeping his clients 
out of court, for he can sce the other side when his client 
cannot. 


Those directly interested often have too much feeling 
for intelligent controversy. 

There is often so much feeling that they cannot think 
on their own side, much less see the other side. 

The reason for the efficiency of representation in con- 
troversy often is that it can usually see the other side. 


Most men are inclined to be fair if they are dealt with 
fairly. 

If a man sees that there is an effort to be fair in seeing 
his side he will reciprocate in his own vision and as a 
matter of pride. 

Most people pride themselves on their honesty even 
though they are not honest—just as many of us might 
take pride in possessing that which we do not possess. 

Most of us seek an opportunity to display that in which 
we take pride, and if there is a tendency of the other to 
see our side we, in turn, in our pride of fairness, will 





undertake to see his side, with the result that we com- 
promise. 

This may explain why radicals retard rather than pro- 
mote reform. 

A radical is one who cannot see the other side. 

A reformer is one who can see both sides. 

A radical in his failure to see the other side develops a 
feeling, a hatred, that closes all doors to understanding. 

His feeling against those of the other side renders him 
exclusive unto himself, or men like himself who feel much 
and do not think much and who exclude others from thei: 
cause by their abuse. 

Seeing the other side promotes mutual sympathy and 
justice which are the means by which men get together 

Seeing the other side is promoting our own self interest 
by not denying the other’s self interest, and which is just 
another way of stating the Golden Rule—in terms of self 
interest. 

* & * 
EALTH must first be produced before it can be 
saved. 

In reading the forceful editorial and advertising preach- 
ments urging savings, we are apt to neglect the funda- 
mental fact that if we are to be richer as a nation and as 
individuals, either in war or at peace, it is up to all of us 
as individuals to produce more. 

This is just as true of the high and mighty as it is ot 
the lowly; for none of us is up to full capacity in the 
matter of production. 

None of us is doing so much in the way of productior 
but what he can do more. 


Saving pertains only to the distribution of wealth. 

Saving money is the act of those who have produced 
wealth, investing it in the enterprises of both war and 
peace. 

The reason that we are a rich nation is that we hive 
had wants, we have worked to supply those wants, and the 
spending and respending of money for those wants have 
created and recreated purchasing power for general pros- 
perity—wealth. 

To say that a nation becomes any richer by the single 
process of saving is to say that the castaways on a desert 
island can make a living by washing each other’s clothing. 

The only way they can make themselves, as individuals, 
and the island, as a whole, any richer, is by productive 
employment in supplying the necessities and comforts of 


life. 


A farmer, for instance, wants an automobile. 

Now here are the ways by which he can acquire it: 

First—He can go to his savings of the past, accumu- 
lated by curtailed expenditures. 

Second—He can mortgage the future, and curtail ex- 
penditures in the future, maybe, to pay off the mortgage. 

Third—He can produce more, raise more crops, by put- 
ting forth more effort, and pay for the auto out of in- 
creased earnings. 
In the first two ways—saving—he has not added one 
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cent to the wealth of himself or the nation; for no change 
has taken place in the matter of wealth—merely one in 
the distribution of wealth. The farmer has simply taken 
money from one place and put it in another place. 

The only way he can add to his own wealth and that 
of the nation is by the third means: producing more to 
acquire more; creating and re-creating purchasing power; 
for very often he is curtailing expenditure, restricting 
purchasing power, from one necessity or comfort to enjoy 
another, 

The lesson we want to bring home is that there is a 
way of eating cake and still having it—and that is by 
producing more cake. 

* * * 
F vou have anybody working for you and they lie down 
on their job, don’t fire them at once—just call them 
in and tell this story: 

Down in Virginia a farmer had an ox and a mule that 
he hitched together to a plow. One night, after several 
days of continuous plowing, and after the ox and mule had 
been stabled and provendered for the night, the ox said 
to the mule: “‘We’ve been workin’ pretty hard, let’s play 
off sick tomorrow and lie here in the stalls all day.” 

“You can if you want to,” returned the mule, “but I 
believe I'll go to work.” 

So the next morning when the farmer came out the ox 
played off sick; the farmer bedded him down with clean 
straw, gave him fresh hay, a bucket of oats and bran 
mixed, left him for the day and went forth alone with the 
mule to plow. 

All that day the ox lay in his stall, chewed his cud and 
nodded, slowly blinked his eyes and gently swished his 
tail. 

That night, when the mule came in, the ox asked how 
they got along plowing alone all day. “Well,” said the 
mule, ‘it was hard and we didn’t get much done, and—-” 

“Did the old man have anything to say about me?” 
interrupted the ox. 

“No,” replied the mule. 

“Well, then,” went on the ox, “I believe I'll play off 
again tomorrow; it was certainly fine lying here all day 
and resting.” 

“That's up to you,” said the mule, “but I'll go out and 
plow.” 

So the next day the ox played off again, was bedded 
down with clean straw, provendered with hay, bran and 
oats, and lay all day nodding, blinking, chewing his cud 
and gently swishing his tail. 

When the mule came in at night the ox asked again how 
they had gotten along without him. 

‘About the same as yesterday,” replied the mule coldly. 

“Did the old man have anything to say to you about 
me?” again inquired the ox. 

“No,” replied the mule, “not to me, but he did have a 


damn long talk with the butcher on the way home.” 
* * * 


ee who makes his customer feel an honest 
obligation to his concern is engendering the highest 
of good-will. 

It seems that in Philadelphia there are two concerns on 
opposite sides of the same street that deal in furniture; 
one is known as Smith & Brown’s and the other as Jones’. 
Both have been long established, equally high grade, 











and the customers of one are frequently the customers of 
the other. 

It seems that the family of a well known novelist, who 
lives in a spacious home out on one of the best streets, 
sent a number of chairs to one of these concerns to be 
re-upholstered. 

A few days later, the family found they would have 
need for these chairs sooner than they expected, and one 
of the daughters called up the Jones company to ask 
that the order be pushed. 

The salesman replied that he would look up the order, 
find how the job stood, and, taking the telephone number, 
he promised a reply in 15 minutes. 

The clerk found no such order and no record of the 
chairs being received and so informed the customer over 
the telephone. 

The young lady stated that they had taken the chairs 
away from the house on a certain date. 

The salesman called up again in an hour and said that 
he had questioned every driver, gone over all orders and 
interviewed every man in the department, and there was 
neither record nor remembrance of the chairs being re- 
ceived. 

“Yes,” said the young lady, “but I have a distinct recol- 
lection of seeing them loaded into a Smith & Brown 
wag—” 

Just as soon as she said “Smith & Brown” she realized 
that she was calling the wrong concern and began to 
apologize most humbly—for the effort and loss of time 
and so on. 

Now, this salesman did not give vent to any expression 
of triumph or satisfaction. 

He saw his opportunity for a future sale by putting 
the novelist’s family under obligation to his firm, and 
as the young woman expressed much feeling, the salesman 
said: 

“T am sorry about it only on your account, Miss F—, 
and don’t think of it on our account; for we are all human 
and all make mistakes. But,’ continued the salesman, and 
here he put a real smile into his telephone voice, “the next 


999 


time, send your chairs to Jones’. 





Analyze your troubles and find out who’s to blame. 
Business ethics is just the ethics of all decent folks. 
Cleanliness is always a good advertisement. 


Hard work always stands at the top of the list of factors 


in success.” : : : : : : ; : ; 
If your job isn’t any more than wheeling a wheelbarrow, 
wheel it so the boss’ll think there’s a motor under it. 

‘ 


Knowledge and thought without accompanying action are 


. . . 


like idle machines. : : : : : : ‘ 


There is just one way to progress and that is to go 


. . . . 


forward. : : : : : : : : : 


To some experience is a headlight; to others it is merely 
a stern light, illuminating only the waters of the past. 
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MEN YOU SHOULD KNOW 


N. G. Harvey, 


T seems invariably the rule that the more a man has 
Modesty is 
oftimes an excellent trait but there are times when 


done the less he wants said about it. 


a man’s accomplishments 
should be aired to the world. 
If he will not do it himself it 
is only right and fitting that 
others do it for him, that those 
who hear may benefit by the 
knowledge 
thereby. 
Thus in the absence of an 
autobiography or an interview 
we tell this month what we 
have been able to glean from 
personal acquaintanceship, and 


always. gained 


mouths of admirers 
and friends, of the commercial 
progress of N. G. Harvey, 
vice-president and _ general 
manager of the Illinois Elec- 
tric Co., Chicago. 

If the remarks of heads of 
many of our largest jobbing 


from the 


criterion 
to go by, N. G. Harvey need 
take second place for none 
among the leaders of his par- 
ticular calling. Gifted with an 
inherent understanding of busi- 
ness fundamentals Mr. Harvey has been a foremost figure 
in the upbuilding of not only his own immediate organiza- 
tion but the jobbing branch of the electrical industry. 


houses are any 


N. G. 


Without a doubt Mr. Harvey is one of the best known 
men in his branch of the industry—and most respected 
for his business integrity—not only in his 
community but from coast to coast. In the authors travels 
throughout the United States the most frequent request 
seemed to be: “Why don’t you write up Nate Harvey? 
the field than he.” 
Consequently the author will endeavor to set forth what 
he has been able to learn of a prominent man too modest 
to let his many friends know what he has done for the 


own immediate 


There is no better known man in 


good of the cause of electricity and its commercialization. 

Born in Greenfield, Iowa, about 50 years ago, Nate 
spent his boyhood in the usual way attending the grammar 
graduating from the Greenfield bigh 


é 


schools and finally 
school. 

For the two years following he had charge of the 
Greenfield light plant where he learned a few of the 
fundamentals of electricity and its practical application. 

During this time he joined the Iowa National Guard 
where he started as a buck private and later was com- 
missioned a captain. 


Life out in the became 


wilds of 


Iowa evidently 











HARVEY 


Vice-President 
Illinois Electric Co. 


monotonous, for in 1893 the bright lights of Chicago's 
great world’s fair had its magnetic effect upon him. In 
view of his military experience in the Iowa National 

Guard, Nate was appointed a 


captain of the guards which 


position he held that entire 
vear. , 
In 1894, when the fair 


closed and it became necessary 
to seek means of subsistence, 
elsewhere, he obtained a_posi- 
tion in the store of the Central 
Electric Co., at the magnani- 
mous salary of $6 a week. 

Mr. Harvey still smiles at the 
way he obtained his place with 
the Central Electric Co. Frank 
Pierce, the 
Chicago house of the Manhat- 
tan Electrical Supply Co., 
was store manager at that time 
and David E. Goe, now lost 


now manager of 


track of, was general manager. 


After being turned down 
once, Nate went back again. 


Mr. Pierce, not recognizing him. 
cash 
out with the 
glad hand, but, when he learned 


and thinking he was a 
customer, came 

of Nate’s mission, it was al- 
most “‘the glad foot.’ However, through his persistency, 
Nate landed the job as general “flunky’”’ in the stock- 
room and store. 


Nothing was said about salary but as Nate was so 


For two 
plugged night and day until he thought his 


glad to get the job he didn’t press the point. 
weeks he 
employers must think he was working on a charity basis. 
However, after some dickering he managed to get $12 
for his two weeks work which was the first Nate knew 
of what he was getting. 

The first day on the job happened to be inventory 
which kept Nate counting stock until 3 A. M. As Mr. 
Harvey now puts it, “I thought it was a hell of a job,’ 
but he stuck to it for the next four years. 

In 1898, Frank E. Healy, L. K. Cushing and Carl 
Keith, all employes of the Central Electric Co., left that 
organization to form the Illinois Electric Company with 
offices and warehouse in a small building on Madison 
street near their present Madison street location. 

Accordingly, Mr. Harvey followed them and was placed 
in the position of quotation clerk, store salesman, and 
including many other kindred titles, soon, however, being 
made general manager. 


As the company grew, Mr. Harvey grew with it until 
(Continued on 
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Practical Psychology for Busy Men—VII 


subject of health, or how they will add 


knowledge of how to get well 
and keep well. But the connec- 
tion is there, just the same, as 
you ll discover for yourself be- 
fore long; and you'll forever 
after be the better for that dis- 
covery, too. 

First of all, consider these 
things, which an understanding 
of the principles to be explained 
here will help you to avoid. 
The need for avoiding them sup- 
plies the reason for this article. 


By THOMAS FULLWOOD 
You Get What You Give 


OW it may not be plain to you just at once how 
the things that can be said appropriately under 


this heading relate in any practical way to the 


words or another. 








HIS is the seventh of 
a series of 12 five- 
minute, common-sense 
talks on Health—your 
most valuable asset. You 
are overlooking a real bet 
if you pass up this dope. 
Watch for this depart- 
ment each month. 


Students of the Bible know it in the 
form of the Golden Rule; science expresses the same 
thought by saying that like attracts like; philosophy ex- 
aught to your presses the same truth in the law of action and reaction; 


and in psychological fields it is 
conveyed in yet another way by 
saying YOU GET WHAT 
YOU GIVE. Rotarians have 
embodied much the same thought 
in their slogan, “He profits most 
who serves best.” And if space 
permitted it could be shown how 
that same thought crops out in 
the religious teachings of all 
ages; so you'll admit that with 
all that smoke of words there 
must be considerable fire of 
truth. 


















Let us. begin with worry. It, 





it has been shown most conclu- 





However, you need not take 














sively, if indulged in for long, 
will break down the strongest 
constitution. Quaffing the homemade “hoech” which now 
is substituted for that which no longer may be mentioned 
is no more deadly a practice than persistent worrying. 
Fear, jealousy, anger, hatred, alsoyare known to cause 
serious derangements of the bodily fufictions and to create 
in the system chemical compounds that really poison one. 
In addition, all those emotions make heavy demands upon 
vitality, as well as imposing a terrific tax upon the nerv- 
ous system. In fact, you can hardly picture the injurious 
effects of such emotions in ways severe enough. No one 
who places the proper valuation upon health can really 
afford to give rein to any of those emotions—they are 
hell-born, the spawn of incorrect teaching and a crooked 
outlook upon life. No man who has not mastered the lot 
of them can possibly enjoy life’s best. 

The rub is, though, that the man who is at odds with 
the world simply must give vent to some or all of those 
emotions, those vampire emotions, with more or less fre- 
quency. To tell such a man not to give way to those 
passions is like telling the man who is without food that 
he must not get hungry. The man who is greeted with 
scowls in place of smiles, who rubs those he meets the 
wrong way and is in turn irritated by them, who distrusts 
the world and is by the world distrusted—that man is in 
no position to observe cautions against becoming angry, 
jealous, worried, and so on. What he stands in need of 
first of all is instructions in making friends, in bringing 
out the best in those he meets and showing his own best 


side in turn. 

The key to being on friendly terms with the world, 
with those about you, and thereby avoiding the conditions 
calculated to arouse the health-destroying emotions is 
given in the heading to this articlh—-YOU GET WHAT 
YOU GIVE. That truth has been known to man and 
told to men for thousands of years in one combination of 





that saying on faith; you can 
prove its soundness in your own 
life. You have only to make a fair test of the rules to be 
given here; and if the benefits derived are not great 
enough and positive enough to convince you, then by all 
means dismiss the matter as being unworthy of your 
serious attention. 

Know this first of all: thought precedes action and 
decides its character, not occasionally, but always. No 
man can dwell for long upon certain actions, picturing 
them in his mind and allowing imagination free rein with 
them, without coming eventually to the point where those 
thoughts will seek expression in actions. The man who 
is given to acting out mentally just what he would like to 
say or do to this or that person frequently is surprised 
by his pent up emotions into doing just that, frequently, 
too, at a moment when he is least in the intention of doing 
so. 

You want friends—you cannot ever have half enough. 
You desire to be at peace with the world and contented 
in your surroundings, too. You must, if you are to avoid 
occasion for giving play to those emotions that you have 
been warned against. And here is the way to go about 
doing that. 

Remember always that every action and every speech 
has its origin in thought. Your cue, then, is to maintain 
a friendly, sympathetic, cheerful attitude of mind towards 
people, even your enemies. Do that and persist in doing 
it and you'll find before long that you are really getting 
just what you are giving. Loyalty in following that rule 
will soon erase the old channels of thought and establish 
new and truer ones which will quickly become habitual. 
And when that occurs you can be sure that you'll sleep 
better, eat better, feel better, look better and work better. 
How could you help it! With your system cleansed of 
the poisons that destructive emotions engender how could 
you help getting more out of life. Lucky you! 
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C WARE FOR CHRISTMAS_GIFTS 





Send a Package 
of Convenience 


Westinghouse Electric Ware is a truly 
convenient Christmas gift—convenient not 
only to use but also to give. Since Westing- 
house appliances are alike in beauty and 
utility wherever you find them, they may 
be ordered by mail or ’phone from any West- 
inghouse dealer with entire assurance. More- 
over, each piece comes all packaged for 
shipment. 

Single pieces of Westinghouse Ware are 
often tasteful gifts for an entire family. This 
but adds to their suitability as remembrances 
for individuals. Such are the 

Toaster Stove Percolator 
Turnover Toaster 
Or you can select from a list that includes 
“The Iron that Women Designed” 
Traveler's Iron Cozy Glow 
Curling Iron Warming Pad 

These all await your convenience at the 

nearest Westinghouse store. 


WESTINGHOUSE ELEctTrRIC & MANUFACTURING Co. 


This advertisement will appear in the December 
dth issue of Saturday Evening Post ana in 
black and white in Good House- 
keeping, December. 
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Arcadian and Suburban standards are two Cutter leaders. 
Their simple design and pleasing lines and proportions make 
them very attractive. 

The Arcadian is the larger of the two and is especially suitable for 
installation in large mercantile sections. The Suburban is intended for 
use in outlying business districts, and in the mercantile sections of 
smaller cities. 

Equipped with Cutter tops and Westinghouse Mazda C lamps they 
form a combination both economical to operate and economical to 
maintain. 

Other designs in the comprehensive line of Cutter standards afford 
a wide selection to suit particular conditions. 

The services of our Engineering Department in solving any particu- 
lar problem are available without cost or obligation. 


Westinghouse Electric & Mfg. Co. 


George Cutter Works—South Bend, Ind. 








The Wedge 


Make Westinghouse Mazpa Lamps the wedge for more 
business. 


Put over a $300.00 lamp contract and you will find this 
wedge will pry loose other business worth three to six times 
as much. 


Moreover, when selling Westinghouse Lamps, your trade 
will not demand price guarantees. 


Think it over!! 


WESTINGHOUSE LAMP CO. 


165 Broadway New York City 


Sales Offices and Warehouses Throughout the Country. 
For Canada—Canadian Westinghouse Co., Limited, Hamilton, Ont. 


w 
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Little stories of 
unusual sales ~as 
told by 


Right Place After All 


N arriving at our place of busi- 

ness one morning before opening 
time, I found a gentleman trying to 
enter. After he inquired of me what 
place it was and upon finding out that 
he was looking for a jobber who is our 
keenest competitor, I suggested that he 
wait one minute until I could open 
the door and let me at least show him 
the arrangement of our retail depart- 
ment. I suggested that he could prob- 
ably use some of our arrangement and 
display ideas, in his new store, which 
I had found out he was opening up. 

I did not suggest that he buy at all, 
but put in two whole hours in showing 
and explaining to him every detail of 
arrangement, display, installment 
plans, margin of profit on different 
lines, in our retail department. We 
then went next door for a soda and 
returned to the fixture department 
where I explained the merchandising 
and profitable installation of lighting 
fixtures, at all times explaining prices, 
but never asking him to buy or even 
mentioning the other jobber’s name 
whom he originally came to see. I at 
all times put myself in the position of 





Snowep Him Srore Pian. 


running his store and showing him 
how I would do things and how we did 
them. 

At this point he asked me to make 
up a list of what I would consider an 
ideal stock, did, he 
bought it without a single change, 
amounting to more than $4000. 

G. D. Adair. 


which I and 


salesmen. 


Work Together 

OR some time, I had been calling 

on a certain dealer, anxious to 
secure some of his business. This 
dealer would always try to stall me off 
with some cock-and-bull story. I de- 
termined to some day catch him off his 
guard so I continued to call on him 
with regularity. 








He Roarep Like a Lion. 


Upon calling on this dealer one day, 
I found he needed an ironing machine 
for one of his good customers. I suc- 
ceeded in selling the ironer and volun- 
teered to demonstrate it personally so 
his customer would be thoroughly sat- 
isfied. 

After the demonstration, the cus- 
tomer complained of not being able to 
secure from this dealer, a certain 
make of washing machine. I asked 
the customer if she would be satisfied 
if I could secure a machine which I 
thought was just as good, thru this 
dealer. She thanked me for the in- 
terest shown and was willing to take 
another machine. 

Right here I saw my chance to 
drive home a punch for my washer, 
so I went to an outside phone and 
called up the dealer, explained how 
dissatisfied the customer was and ex- 
plained that she was willing to take 
another make provided it was equally 
as good. He roared like a lion saying, 
“Aw, you just want to sell your 
washer.” But I told him how he 
could close the deal and get his money 
and still have a satisfied customer. 

After the conversation, 


> 
phone 




















which was not very encouraging for 
me, I called to see the dealer and ex- 
plained in detail the story of the 
dissatisfied customer and showed him 
that I was trying to help him if he 
would but let me. That afternoon, I 
received an order to send a washer 
to his customer, which I personally 
demonstrated. The following day I 
received an order for another machine 
which this dealer wanted for demon- 
strating in his store. 

This dealer is now one of my good 
washer, cleaner and ironer customers. 
Take a personal interest in your deal- 
ers—lI think it pays. 

B. S. Smith. 


* * * 


Flames Brought an Order 
OME years ago, when I was selling 
for an electrical supply house in 
Detroit, I had one particularly hard 
nut to crack. This prospect was the 
p. a. of a large industrial plant to 
whom I had been trying to sell P— fire 
extinguishers with no success. All 
manner of argument was of no avail. 
One day, however, as I was on my 
way to take another try at this man I 
noticed a big blaze in the middle of 





Hap a LavuGHu on THE P. A. 


the street. Upon approaching I saw 
that the thing going up in flames was 
one of the motor trucks owned by the 
firm employing said p. a. 

I laughed a rather heinous laugh to 
myself and made tracks for Mr. P. A. 
Poor old p. a. turned white as a sheet 
when he learned what had happened. 
Without further ceremony, however, 
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9 cents per joint 


is the cost of materials where 
OKONITE INSULATING 


and MANSON FRICTION 
Tapes are used. 





Their use insures a perfect 
joint ! 


Why experiment and waste 
high priced labor on inferior 
tapes P 


THE OKONITE COMPANY 


Incorporated 1884 
PASSAIC, NEW JERSEY 
CENTRAL ELECTRIC Co., Chicago, Ill, General Western Agents 


PETTINGELL-ANDREWs Co., Boston, Mass. 
Nove ty E esctric Co., Philadelphia, Pa. 
F. D. Lawrence Co. Cincinnati, O. 
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he thrust an order for two dozen ex- 
tinguishers upon me with the plea that 
I date it back two weeks. However, 
I did not see things that way and one 
p. a. paid for his stubbornness by both 
that he 


needed the extinguishers and by swal- 


having to concede to me 
lowing a stiff “bawling out” from his 
superiors. 

Edward J. Bonswar. 

* * * 


Improved His Store 


ILL was a fine fellow and was 
strong for sticking to one firm. I 
had been calling on him for most of a 
vear without any very gratifying re- 
He drifted into a weak spot, 
however—that of believing one win 


sults. 


dow trimming a year was sufficient and 











Kwnockep Him Co xp. 


that the display arrangement in his 
store never needed changing. One 
day, I dropped in on him and was told 
he would not be back until night, so I 
took off my coat and started in on his 
display window. I revived it, using 
some scoop reflectors he had in stock, 
decorated it with plenty of display 
cards (of which he had oodles under 
the counter), cleaned out his cases, 
and rearranged them. Lastly, I wrote 
a large card saying “Under New 
Management” and put it in the win- 


Tt 


dow. Also I set washers, etc., run- 


ning on the inside. The lights were 
on when Mr. Bill came back, and he 
had to look twice to make sure it was 
his place. It is needless to say he 
saw the advantage of new displays 
and the 
evening was over, and he was very 
grateful to me. He wanted to pay 
me, but I merely said, “No, Bill, I am 
only interested in seeing you keep 
out of the The 
now gives me amply pays for the three 


attractive windows before 


rut.” business he 
hours spent in getting him back where 
he belonged. 


A. H. Lane. 


* * * 


On the Job 


ECENTLY a large manufactur- 

ing plant, located about one hun- 
dred miles from our city, asked us by 
mail to quote them on about $3,000 
worth of motors. 

On checking up our stock, we found 
that we had every motor that was re- 
quired in our stock. I immediately 
made up a proposition which was 
based on the regular manufacturers’ 
prices and discounts. 

As this customer was not exactly in 
our territory, we had never received 
very much business from them for the 
reason that they purchased their re- 
quirements from other jobbers located 
nearby. 

Rather than mail in our quotation, | 
thought it best to take the next train 
and call on them personally, because 
I was out to land the order, and I 
thought I would be more successful by 
having a personal talk with the pur- 
chasing agent. I arrived at their 
place of about three 
o'clock on the same day that we re- 


business at 


Tell Us How You Landed The Order 


Write a letter telling how you secured an order in the face of difficulties; or how 
you overcame some obstacle that other salesmen may be confronted with. An in- 
cident that may seem simple to you may help the other fellow land. 

If you want the suggestions of your fellow salesmen you must do your part by 
giving them the benefit of your experiences. 


And— 


We Will Pay $5.00 For Every Letter Published 


cain RAR RU c 


ceived their inquiry. I handed the 
bid to the purchasing agent, whom I 
had never seen before, and explained 
to him my reason for calling on him 
instead of mailing him our proposi- 
tion. 

I told him that I presumed he had 
asked other jobbers to quote on this 
material, but owing to the fact that 
we had all of these motors in stock, I 
thought we were in good position to 
secure this business by calling on him 
personally, and from the information 
he had given me and from the names 
of the other jobbers which he had men- 
tioned, I knew they would quote on 
the same motors that we were quot- 
ing on, and if there was a difference 
in price, we would accept the busi- 





He Cavucnut a TRAIN. 


ness on the same basis. This seemed 
fair to him, and inasmuch as we had 
the motors in stock, and he did not 
know whether or not the other job- 
bers had them, he did not want to 
take the chances of waiting to hear 
from them, as our motors were sub- 
ject to prior sale. : 
So the order was given to us-and 
I phoned same to our company ‘and 
the motors were shipped the same 
day. ‘ 
F. L. Huser. 
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R Exposed wiring work, Contractors, Wiremen, and 
Dealers are well satisfied with three types of T & B 
Conduit Bodies with-Couplings, and a small assort- 


ment of Covers. 
Contractors—because i 

with T & B Conduit ies 

Exposed Wiring can 
Wiremen--becaus 

Bodies with Couplings 

for Junctions, Taps, or 

branch lines in any dir 

dard wiring device ma 
Couplings used 

designed that you ca 

disturbing the onde 
Dealers-becau 

their stock problem* A 
A Dealer with th@ighmath 

Bodies, Connectors armen 

every demand of acusto™ 

to be used for any purpo 

Conduit Exposed Wiring 
T & B Conduit Bodiig 

if you have not put in ai 

fine chance to make ma 
Wire or write for partie 


San Fram 
c. S. BROWARD 
Auanta 


LYMAN C. REED 
New Orleans 


+ thats 
Replace 
sates weve line for live Dealers, 
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Bodies simplify 
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N the days before transmission lines 
I were sO common, a company was 
formed in a small Iowa town with a 
view to installing an electric lighting 
system in said small town. There was 
a feed mill with steam power located 
within the “city” limits and the man- 
ager of this was approached with the 
idea of getting him, with his boiler 
and engine, to supply the power to 
run the generator. The mill manager 
agreed, but, in reply to their inquiry 
as to what he would charge, he told 
them he did not know what an electric 
generator looked like nor how much 
power it took to run one. 

When the generator arrived they 
uncrated it and said to the mill man, 
Now how much do you 
want to run her.” He took hold of 
the pulley, gave it a few “twirls” with 
his hands and named them a price, 
based, of course, the with 
which he had spun the generator pul- 
‘ley by hand. This price naturally 
met with the approval of the electric 


“There she is. 


on ease 


company. 

Later the 
derstand why he 
much coal to keep up steam. It 
seemed to take more steam to run that 
little easy turning generator than to 
run the whole mill. 

He finally went to the courts to get 
a release from his contract. 


H. H. Morehouse. 


mill man could not un- 
had to shovel so 


ey eee 
ODAY our territories are 
divided up into little red and 


green checks on the map that graces 
the sales manager’s office; a map that 
looks for all the world like a novelty 
checkerboard. It’s always our turn to 
move, and we haven't far to go. 
“Today our sales correspondence 
department employs a staff of facile 
‘Howdy’ and present our 
proposition to the prospect. The 
first letter reaches out and takes him 
the hand, and whispers 


pens to say 


warmly by 


that we are mightily interested in your 
We have helped others, why 


success, 


e— XD 


\— = mm) > 


follows a series of 
designed to 


not Then 
scientific concoctions, 
break down all resistance. Next the 
pencil-pusher is sent out. He hands 
the buyer a little sermonette on serv- 
ice, asks permission to go over the 
stock, makes out an order, secures 
the dealer’s okeh, and the job’s done. 
How simple is modern merchandis- 
assisted by Pen and Think. 


you? 


ing when 
“That’s now. But I can remember 
when selling was a different proposi- 
tion, when our territories ended with 
the horizon and the day with exhaus- 
tion. Now, everything is organized 
and assisted, and there is no longer 
any place in the scheme for a kid. 








“Gaze upon me kind folk, I’m the spirit 
of °76,’ majestically announces Ross D. 
Cummings, household specialist, Western 
Electric Co., Cincinnati branch. Ross is 
a great exponent of the “eat and grow 
thin” movement, having reduced from 
221 Ibs., avoirdupois, to 188 lb. in two 
short years. (Confidentially, his wife pre- 
fers him fat—he’s better natured. She 
says he now has a disposition like a 
side-winding crab.) Fat or thin, Ross 
can talk a Malayan orang-outang into 
buying holeless doughnuts for a dollar 
apiece. 

















“Remember when I started out with 
safety switches a few years ago. We 
hadn’t time to cover the whole field 


then. One morning I lingered on the 
platform waiting for a train that was 
running ‘from six to two hours late’ 
(the station agent informed me) 
when I was approached by a tattered, 
freckle-faced lad who wanted to know 
who I was, where I was going, and, 
spying my grip, what I was selling? 
“ “Switches, said I. ‘You know 
what they are—safety switches.’ 


“His experiences ran to funda- 
mentals. He looked up at me sus- 
piciously. “Whatcher givin’ me? I 


know switches, sure, and all the gags 
fer safety that a fellow needs io 
know from stuffin’ the seat of my 
pants with burlap to blamin’ it on the 
other fellow, but safety switches— 
say, Mister, yer kiddin’ me, haintchu?’ 

“And right there I put on a little 
educational campaign and told him all 
about them. ‘Don’t know anybody 
who needs any do you?’ I asked. 

“He had tried to interrupt me half 
a dozen times during my explanation. 

“Sure I do,’ he shouted. ‘Say, last 
Friday Mister Rilley was kilt over at 
the mill by ’Lectricity, and dad said 
it wouldn’t of happened, if they'd of 
had yer kind of switches. Come over 
and see dad.’ 

“We went seven miles down the 
branch—hoofed it the whole distance. 
The kid’s dad was chief electrician. 
We took up the matter with the man- 
ager. They bought a complete equip- 
ment for the plant. Later when war 
contracts induced them to make ex- 
pansions, I was given the order for 
the entire job. 

“Nothing like that happens any 
more,” said Jones, turning to arrange 
his intensive campaign among the 
steel plants around Pittsburgh. 


* * * 


NOWLEDGE is the best part 

of a salesman’s equipment. 
Wisdom consists in knowing how to use 
it. My advice to the young salesman,” 
said Haggerty, “is to study salesman- 
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There's big profit 
in each sale. Write 
for Bulletin 22520. 





One Sale a Week 
Pays Your Salary 


4 ‘HE profit on the sale of one Mag- 
navox will more than pay the salary 
of the average salesman. 


The Magnavox is an easy sale specialty 
that will increase vour value to the house 
with little extra effort on your part. 


Get your sales manager to let you take 
on the Magnavox. 


You can sell the Magnavox to every in- 
dustrial plant and every railroad, to 
every school, church, movie house, the- 
atre and summer resort. 


Wherever entertainments and dances 
are given there is a prospect for the 
Magnavox. It is easy to work, and will 
not get out of order. 


The volume of sound from a record (or 
the voice) can be magnified to fill a big 
auditorium or modulated at will to a 
whisper. 


Magnavox 


ooo enc 











J. O. MORRIS CO., Inc. 


Distributors for New York and New England 


1270 BROADWAY 





NEW YORK 
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ship, study it day and night, on the 
road and off; and finally, when you 
think vou know it all and are ready to 
go out and convince your customer 
that you've got a corner on the art, my 
advice is, ‘Don’t.’ Pull in your horns 


and listen to what the other fellow 
has to say. 

“Brown and I were selling indus- 
trial lighting. had many 
slants on salesmanship as there are 
itches in smallpox. And always up to 
the scratch, he teok them all with him 
when he went in to sell lighting equip- 
ment to old Mack. — Sitting in the 


outer office, awaiting my turn, I was 


Brown as 


struck by the confusion issuing from 


the House of the Interpreter. Pretty 
soon Brown bolted out. 
‘You go in and sell the damn 


fool: I didn’t,’ said Brown, ‘but I've 
left the gates ajar. Enter you into 
paradise.’ 

“T did. Mack 


and running over. 


was full of emotion 
‘A man with any 
could © sell he 
snarled of salutation, ‘but 


what do you think? That damned fooj 


common sense me,’ 


by way 


Brown came in here and gave me a 
song and dance on scientific illumina- 
tion. He's been on the road six 
weeks; I’ve been devoting my time to 
the problem for six years. That 
downey-faced son-of-a-gun — spread 


himself around here for half an hour. 
The only thing he got right was 
what he quoted from my latest article 
on the subject. As long as he re- 
mained original, he was foolish. Now 
I know exactly what we need and 
want. You can't add a single item to 
the order. If you have sense enough 
to keep your mouth shut, then we'll 
get along all right, but if you are 
going to insult my intelligence, you 
had better get out too.’ 

“[ didn’t peep, and the 
were very satisfactory. 

“Now remember, I don’t mean that 
we are to remain mere order-takers, 
but it’s up to us to get the business 
and deliver the goods. We are the 
servants of peculiar whimsical buyers. 
We must remember that it’s always 
wise to take a tip from these fellows, 
before we start to slip and slide.” 


results 


66 O matter how earnestly you 

try, you can’t get by good 
saiesmen. It’s easy to give the slip 
to an order taker, but a real salesman 
when given the slip sells it back to 
you at a profit. So what's the use,” 
sighed the buyer. 

“IT know I’ve been through the mill. 
They don’t always have the goods. 
But a make you 
think he has. 

“You fellows know B. D. Parsons. 
‘Bad Devil’ the 
call him. More salesmen have.stum- 
bled in Parsons’ office than in infancy, 
He’s a hard 
He delights in wreaking misery on 
the heads of traveling men. They all 
know it and spend bad hours with 


real salesman can 


Parsons road men 


customer to overcome. 


him. 

“Perhaps vou have heard about his 
latest inquisition. Well he read some- 
where, or heard of a plan tried out by 
one of his brotherhood. It sounded 
so good to Parsens that he tried the 
scheme himself. 

“Tt was this: The buyer had found 
that salesmen habitually jerked their 
chairs up to the desk, and there com- 
fortably established themselves for a 
long stay. He became tired of this, 
and reasoned that if a salesman had 
nothing to lean upon except the merits 
of the product he was trying to sell, 
perhaps he would find his position 
hard and make his visit short. 

“So he put an ingenious idea into 
effect. He intoduced into his office a 
‘salesman’s He had _ this 
chair securely screwed down to the 
floor away from desk and pillar. The 
first fellow in took the seat at B. D.’s 
He gave the chair a hitch 
but the chair remained. After a few 
more trials he grew uneasy. Then 
after another effort, he rose and left 
without disclosing the purpose of his 
mission, 

“Then came the salesman. 
that he was a salesman for I arrived 
in time to see the effect of his visit. 

“T went into B. D.’s office. B. D. 
was in a rage. The janitor had just 
finished removing the last screw. 

““What’s going on here?’ I 


chair.’ 


suggestion. 


I know 


in- 


quired. 
“ “Aw hell, fumed B. D., 
damned drummers get my goat.’ 
“You just get something working 


‘these 


nicely and along comes one of these 
fools and spills the beans.’ 

“A guy came in here a few min- 
utes ago and sold me a Roller Chair.’ ” 


* * * 
66 PROGRESSIVE shoe manu- 
facturer has relegated the 
calling card to the scrap heap. Every 


man selling for that house carries a 
shoe of their make. When he calls 
upon the buyer, he sends in the shoe, 
instead of the lifeless, chilly card. 
An overall house requires its salesmen 
to wear jeans when calling upon the 
trade. 

“You've got to find a new way to 
turn the old trick, if you’d be up and 
doing these days,” a successful sales- 
man told me not long ago. 

“For my part,” he said, “I’m al- 
ways on the alert for new compari- 


sons and new ideas. And almost 
every trial has paid. Customers don't 
want to hear you argue. They'd 


rather you'd show them.” 

“Not long ago our company put a 
new ‘cut-out’ on the market,” he ex- 
plained. “It was a new product and 
of course we had to discover a new 
approach. So I had a board made. 
And on this board I had the cut-out 
in connection with the 
switch. This I carried around with 
me and showed the arrangement to 
the trade. The idea took. The nov- 
elty hitched their interest up with our 
Formerly where I had sold 
As dem- 


mounted 


product. 
one device, I now sold two. 
onstrated one needed the other to com- 
plete the whole. On the next trip 
almost every dealer had capitalized on 
my idea and was using it to sell the 


goods.” 
And he explained that buying a 
stock of cut-outs after a stock of 


switches had been bought, was exactly 
like buying a pair of rubbers after 
you had bought a pair of shoes. 

As the wise man remarked, “‘You 
can always find a ready market for a 
good idea.” 





next one you hear. 





i gered us make this department of maximum interest. 
about the boys in the trade. If humorous—so much the better. 
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A Most Remarkable Endorsement 
For The Circle T Safety Switch 


Circle T Complies Exactly with the 
Ideal Specifications of the Engineers 
of the Travelers Insurance Company 




















N a recent issue of the Travelers Standard, the organ of the engineering and inspec- 
tion division of the Travelers Insurance Company, appears an article which has done 
much to clarify the atmosphere of Safety Switches. 


This article is of remarkable interest to all jobbers’ salesmen. It not only points out 
the dangers from exposed knife switches, but also the dangers involved in external 
operation without the safety features. 





We will quote a paragraph from this im- switch WITH A LOCKING DEVICE, arranged 
portant article which outlines the requirements so that the door of the enclosing case cannot be 
of a real Safety Switch, and from which you opened unless switch is in ‘off’ position and s 
will see that, item for item, they check with that the SWITCH CANNOT be CLOSED 
those of Circle T:— UNTIL THE DOOR HAS BEEN SHUT.” 

“In order to do away with this condition This splendid endorsement of our type of 
(i. e., the condition of having a switch so con- Safety Switch by the Engineers of the largest 
structed that it is possible to open the box insurance company in the country, should be a 
directly on a closed knife switch, unless box is source of interest to all salesmen and we ask 
locked) manufacturers have produced a safety that you write us for full details. 


THE TRUMBULL ELECTRIC MANUFACTURING CO. 


Plainville, Conn. 
San Francisco Chicago Philadelphia New York 


5—Ample room for running 


1—“Built up” contact jaws wires 


2—Safety catch 6—Quick break 


3—Hinge rivet is upset— 
cannot loosen 


7—Knock outs—ends and 
sides 


8—Pin with which cap oper- 
ates 


4—Can be locked open 





Circle T Salete Switches Meet All Safety Specifications 
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When you hear the cry of the pessi- 
mist that business is going to the dogs, 
that this country is on the verge of 


a big collapse, 
Dope for and that there's 
Pessimists nothing to do 


now but to wait 
until the big smash comes, ask him if 
he realizes the following facts: 

Bank deposits in the U. S. exceed 
by billions the combined bank deposits 
outside of this country. 

Our national wealth is two hundred 
and twenty-five billions. 

In a single year we produce by 
manufacture and agriculture more 
than the entire wealth of France. 

We supply 34 per cent of the 
world’s manufacturing goods. 

We supply about one quarter of the 
world’s agricultural goods. 

Highways are improving constantly 
and automobiles and trucks are reliev- 
ing the transportation tie-ups. 

The United States is the richest 
country in the world. 

Record-breaking crops are expected 
this year. 

Our Federal Reserve Banks are an 
absolute guarantee against any panics. 

Dun and Bradstreet are reassuring 
in their statements on general busi- 
ness and banking facilities. 

When you hear that now common 
talk about how bad things are going 
to be, don’t sympathize with it—unroll 
your facts about how well off we are 
going to be and help the pessimist 
get back his confidence. Business will 
be just what he lets it become. 

* * * 


There is another use to 


which that electrical appliance’ may 


always 


be put. A dealer in Lakeville, Vt., 

recently sold a 
Versatile woman a vacuum 
Electricity cleaner. She had 


been suffering 
considerable damage to her fruit crops 
from gypsy moths and had been un- 


in getting rid of them 


successful 


0 
£.(G 
i 








>. 
y. 


” 








ertinent Sales Facts and 


Figures 


4. 





either by picking them by hand or 
immersing the trees in gasoline. 

She finally decided to try to rid 
herself of them with electricity and 
had long wires installed in her orchard 
for her vacuum cleaner. Her success 
in applying the cleaner to the trees 
and shrubs was so great that the other 
fruit growers in the section bought a 
cleaner in order to rid themselves of 
the moths. 

While I wouldn’t suggest the use 
of vacuum cleaners for the removal 
of dandruff, I’m sure you will agree 
with me that there are a whole lot 
more uses for electric appliances than 
are claimed for them by their manu- 
facturers. 

* * * 

“Women customers, as a general 
rule, don’t want to be bothered nor 
bored with a lot of talk about me- 

chanical details,” 


Don’t Bore says a sales- 
Women woman for an 
electric washer. 


I tell the men about that. The women 
are naturally interested in what it will 
do—not how—and a demonstration 
will soon show her that. 

Men seem naturally inclined to like 
to discuss the mechanics of the appli- 
ance, whether they know good con- 
struction from bad or not, and geod 
selling talk to a man covers this 
ground. 

Too many salesmen have but one 
talk for both sexes but as a general 
rule the talk that sells a man would 
not hold a woman’s interest and vice 
versa. 

* * * 

Telling a woman prospect that you 
merely want her verdict on a new 
cleaner you are trying out, says the 


Apex Cleaner 
Getting Guide, is a good 
In way to win her 


consent, by tele- 

phone, to a demonstration in her home. 

The conversation should be some- 
thing like this: 





“We have just put in a new line 
of vacuum cleaners and want the opin- 
ion of some of our good customers. 
We intend to be guided by what they 
think of it, will it be all right, Mrs. 
Smith, if I send one out to you?” 

The next step is to have your man 
there promptly at the time specified 
and see that Mrs. Smith is treated as 
tho she were doing you a favor. Don’t 
antagonize her by trying to sell her 
right off the reel. She will give you 
the cue to your sales talk if she is at 
all interested. 

This method is a mighty good way 
to sell a cleaner, for the prospect 
doesn’t realize that she is getting a 
sales talk and is more easily inter- 
ested. 

* * * 


Very small down-payments are 
essential to putting over a lot of 
quick sales on electric appliances if 
we are to believe 
The Sterling 
Electric Co. of 
Minneapolis. 
Mr. Bohn, its manager, puts it this 


way: 


Down 
Payments 


“It is only common sense as I 
see it. If we put on a sale—say for in- 
stance a vacuum cleaner sale—we ad- 
vertise the first payment at two dollars. 
And why? Because we want to put the 
salesman in a position so that when 
he goes out and talks with the cus- 
tomer, he’ll get the order right then 
and there. You see, most women, like 
our wives, haven’t many dollars hang- 
ing around the house loose. And if 
they haven't five dollars there, they 
aren’t going to tell a salesman about it 
so that the salesman just can’t close 
the order. But if the initial payment 
is but two dollars, the housewife can 
make the payment immediately and 
the order is closed. It’s a little thing, 
but the salesman knows what it means. 
If he does not close the sale right 
away, he has to come back, and by 
that time the customer has ‘cooled 
down’ and he has to start his selling 
talk all over again.” 
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The Electrical Supply Jobber 
Says: (No. 3) 


“Every day that goes by finds me a little more 
enthusiastic over Benjamin-Starrett Standardized 
Panel Boards. This Standardization helps me; it 
helps you; it helps the other fellow—and I know what 
I’m talking about because I’ve watched it working out 
ever since | first heard of it. 


“Of course I’m doing my share to help it work out, 
but these Benjamin-Starrett Panel Boards are doing 
as much for me as I could possibly do for them. | 
handle rush orders easily, and supply just the type of 
board required—Open-Front or Dead-Front, 4 to 30 
circuits and over, to meet any complication of the 
wiring plan, and trom the Ready-to-Ship line, 4 to 10 
circuits, catalog numbers to meet the requirements of 
80% of the wiring installations ever planned. 

“The contractor-dealers I deal with are pleased 
and that means that their customers are pleased. All 
the worry is taken out of a// panel board orders. 


“It’s the simplest thing in the world to order 
Benjamin-Starrett Panel Boards from the catalog, 
too. There are relatively few numbers, no confusion 
and you don’t have to have a college education to use 
the catalog intelligently: so you see where J stand on 
this issue.’ 


Write the Advertising Department, 
806 W. Washington Blvd., Chicago. 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, III. 


Sales and Distribution Offices: 
San Francisco 


New York Chicago Toronto, Canada London, England 





Makers Of Things More Useful 





BEN7AMIN STARRETT 


Panel Boards 


‘*High-Spots** 
in 
Benjamin-Starrett 
Panel Boards 


Highest Grade Material. 
Workmanship unexcelled. 


Copper parts electrically 


ample. 


Occupies less space than 


any other form of panel 
board made. 


Lightest in weight, circuit 


for circuit, effecting 
lower freight charges, 
time of handling, and 
makes easy installations. 


Most nearly ready to in- 


stall of any. 


Finest appearance as 


completed installation. 






REN7JAMI 
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The following are di- 
visions of Benjamin Prod- 
ucts on which we will be 
glad to send information: 

Industrial Lighting 
Division. 

Electrical Division (in- 
cluding Benjamin Two- 
Way Plug 

Pressed ‘Seoel Products 
Division. 

Enameled Products 
Division. 

Starrett Panel Board 

Division. 




































A sixteen circuit Benjamin-Starrett Stand- 
ardized Dead Front Panel Board and 
Cabinet. This Standardized Panel Board 
is built up from unit panel sections, as- 
sembled upon steel channels. Any other 
combination of fusing, switch and main 
connections may be similarly assembled. 


BENJAMIN STARRETT 


Panel Boards 











What is the Standardized 
PANEL BOARD?P 


What are its advantages? 


HE Benjamin-Starrett Standardized Panel Board is 

made up of four to six circuit unit panel sections, the 
parts identically die cut and molded, factory assembled— 
accurately assembled. Each section is a miniature Dead 
Front Panel in itself. 


The unit panel sections are made to fixed standards 
produced in quantity. ‘Large factory stocks are always 
available. Consequently, when panel boards are needed— 
one or a hundred, all the same or all different, it is only 
necessary to take from factory stock the unit panel sections 
required, assemble these units on steel frames and the panel 
boards are ready for the cabinet. 

This standardized design, manufacture and assembly insures a 
panel board possessing every mechanical and electrical feature that 
might be called for in the most rigid specification and eliminating 
the loss of time and extra expense that inevitably accompanies 
special construction. 

The molded composition base—a feature of Benjamin-Starrett 
Standardized Panel Boards—is mechanically and electrically superior 
to slate; it weighs half as much. 

The bus bars are buried in the molded composition base, out of 
the way of human fingers. The front of the board is neater in 
appearance and the branch circuit parts are assembled more com- 
pactly and with greater provision for safety in handling. 

Circuit for circuit the Benjamin-Starrett Standardized Panel 
Boards are lighter, stronger, neater, safer, and possess many fea- 
tures which make them easy to install. 

We would like to send you more information. Write the 
Advertising Department, 806 W. Washington Blvd., Chicago, III. 


BENJAMIN ELECTRIC MFG. CO. 


Factories: Chicago and Desplaines, Ill. 


Sales and Distribution Offices: 
New York Chicago San Francisco Toronto, Canada London, England 
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Makers Of Things More Useful 
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The other day I read a story of a 
girl who never had a beau and 
wanted one badly. Her history teach- 
er one day told her 
to write an essay 
on Julius Caesar. 
Incidentally she 
came across an account on Caesar's 
love affairs with Cleopatra. (Don't 
get excited.) It set her to thinking and 
she wondered why she couldn’t use 
some of Cleopatra’s methods to catch 
a beau. One of the artifices she 
learned was to adapt herself to the 
likes and dislikes of the person whom 


As Cleopatra 
Did It 


she was with and be whatever they 
are regardless of their peculiarities 
or customs. Another was to flatter 
She landed the 
prize catch of her particular school. 

This little story of the school girl 
and Cleopatra has its moral which, it 
seems to me, can be of value to the 
salesman. Like the schoolgirl who 
couldn’t find a beau is the salesman 
who can’t get to the windward of an 
order. He hasn’t learned his prospect; 
he doesn’t know how to entice him on 
to buy. He pulls the same old stuff 
no matter what the nature of the man 
in whose presence he may be. He 
uses loud language to the smooth, 
quiet talker; talks base ball to the 
golf nut; stamp collections to the but- 
terfly chaser and pulls that S. O. S. 
of how glad he is to see you, with 
that overzealous glad hand and in 
that same insincere way, on every- 
body. He never changes his tactics. 

A man’s own likes and dislikes 
seem best to himself, but, as Cleo must 
have contended and as a well known 
purchasing agent once said, you've 
got to be a Quaker in Philadelphia, 
an Irishman in Cork and a wop in 
Italy or the opera house. Some fel- 
lows try to be an Englishman in 
Cork but it’s inadvisable. If a sales- 
man wants to court the purchasing 
agent’s favor he’s got to set his mind 
to running along the same channels 
as the p. a.’s. 

Spreading on a little bit of salve 
may be old stuff but sometimes it’s 
a good balm. Cleo did it and got 
away with it on two married men— 
Mare Antony and Julius Caesar. It’s 
all in how it’s done. Tact is a good 
word to look up in the little old dic- 
tionary if you don’t know its mean- 
ing. What if a p. a. is married to 
an order? Cleo’s artifices may help 
to pry it loose. It is said that to win 


her accompanier. 


the favor of the young and frivolous 
Mare Antony, Cleopatra ran around 
the streets of Alexandria with him 
knocking on doors and running away 
giggling before people could come. If 
you have to ring door bells, ring ’em, 
but adapt yourself to your prospects 
whims. 


* * * 


In an article appearing in a recent 
issue of the Scientific American un- 
der the title “How Much is a Worker 
Worth,” David 
Harold Colcord, 
its author, dwells 
heavily on the im- 
portant subject “Industrial Safety.” 
He points out how little each indi- 
vidual industrial accident or casualty 
is noticed as compared to a large 
single disaster or conflict in which 
many lives are taken collectively. 


Accident 
Figures 


It is the indefiniteness, he says, 
that causes people to pay so little 
heed to industrial accidents even 
though the monthly toll in lives taken 
and bodies maimed is greater than the 
combined total of casualties in the 
Iroquois fire, San Francisco earth- 
quake, Galveston flood and sinking of 
the Titanic. Over 1600 human be- 
ings are killed and injured in the 
United States daily and a large per- 
centage by our industries. 

Sixty million men fought in the 
Great War, a little more than half 
as many people as live in our United 
States. Seven million of these men 
that fought are now dead, six million 
permanently injured. Yet during an 
average man’s productive life, indus- 
try in the United States takes an 
equivalent toll. The United States 
mobilized over 4,000,000 men; 67,- 
813 are now dead and 192,483 were 
seriously wounded. Yet in peace time 
in the United States as many indi- 
viduals are victims of accident in siz 
months. Seventy-five per cent of 
these are preventable. Industry in- 
jures one-half million men annually 
and 20,000 of these are fatal acci- 
dents. In addition to the loss of life 
and suffering, the economical waste 
entailed is considerable, being esti- 
mated as a loss of 105,000,000 work- 
ing days or 350,000 years of 300 
week days each. 

He also says that, of accidents re- 
ported by one chain of companies, 
8.3 per cent were caused by electric 
current and 70 per cent of the total 
lost time (excluding fatal accidents) 





was caused by electric current acci- 
dents. Furthermore, 71 per cent of 
the total amount of money paid out 
for compensation and accident costs 
were due to electric current. He 
concludes by saying that, although 
industry cannot stop maiming and 
killing entirely, it can each year de- 
crease the rate until finally an in- 
dustrial accident will not be abso- 
utely unavoidable. 

Take these interesting figures along 
with you when selling lighting safety 
switches and other safety devices to 
industries. They ought to add a lit- 
tle more weight to your sales talks. 


* * * 


The value of better illumination is 
far greater than the average layman 
gives it credit for. The usual credit 

that it receives 
Pier is that it is much 
Lighting pleasanter or 
perhaps more 
comfortable. 

A. L. Powell of the General Elec- 
tric Company, however, has compiled 
some interesting data on the real 
value of good illumination and has 
selected as his example, fifty-eight of 
the largest piers. Of these fifty-eight 
piers, which have been inspected, 
the following percentages were dis- 
covered: 


42.6 per cent entirely inadequately 
lighted 

51.2 per cent fairly well lighted 

6.2 per cent well illuminated 


The average use of the piers per 
square foot, was 0.16, varying from 
0.05 watt to 0.34 watt. 

Mr. Powell has also shown that a 
comparison of these piers was very 
much in favor of those well lighted 
and the results obtained were: (1) 
considerably greater speed in truck- 
ing, (2) markings more easily and 
quickly read, (3) fewer mis-sent ship- 
ments, (4) spoilage considerably re- 
duced, (5) theft much lower and (6) 
relations with the public far more 
pleasant. 

Such an investigation is possible 
with any line of business, and will, 
without exception, show better illum- 
ination to have the same amount of 
benefit. It will show that good light- 
ing is an all important factor in the 
world’s great demand for increased 
efficiency. 
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Electrical Missionaries 


Visit Canada 

An enthusiastic reception was given 
Bill Goodwin and M. C. Turpin, who 
is substituting for Samuel A. Chase in 
his recent illness, on their last visit to 
our northen neighbor, Canada. The 
meetings were held in the Royal 
Alexandria hotel in Winnipeg on 
Thursday and Friday, Oct. 14 and 15, 
by manufacturers, jobbers, dealers 
and contractors from all parts of 
Manitoba and adjacent provinces. 
Nearly 200 electrical men were pres 
ent. The meetings were presided over 
by M. E. Gilmour, district manager 
of the Northern Electric Co., who is 
acting as chairman of the contractor- 
dealers’ temporary organization. 
Luncheons and dinners were inter- 
spersed among the business meetings. 
On these occasions addresses were de 
livered and general table-talks held. At 
the meetings the two missionaries of 
the industry expounded better mer- 
chandising principles, Bill Goodwin 
outlining some of the planks of his 


IGEST OF THE NEW, 





plan and M. C. 
dealers can advantageously use adver- 
tising space and better window dis- 


Turpin telling how 


plays. Friday morning and afternoon 
were devoted to a question box session 
at which Mr. Goodwin answered the 
questions of many interested dealers. 
Mr. Turpin also gave an illustrated 
talk on the development of the indus- 
try. At the conclusion of the meet- 
ings Bill Goodwin left for Montreal 
where a similar meeting was held, and 
Mr. Turpin went to Waterloo, la., to 
carry the principles of better mer- 
chandising to the members of the 
Iowa State Association of Contractor- 
Dealers. 

* * * 
Iowa Contractor- 
Dealers Meet 


About 100 members of the Lowa 
State Association of Contractor-Deal- 
ers attended the meeting of that or- 
ganization which was held on Oct. 20 
and 21 in Waterloo, Ia. It is said that 
the interest taken in the meetings was 
significant of a broader view being 

















Dinner meeting of the Shelby mazda lamp agents of the Schimmel Electrical Supply 
Co., Philadelphia, Pa., held at Hotel Adelphia, on the evening of Sept. 30. The white 
C-4 mazda lamps that the fellows are displaying so promiscuously look rather sus- 
picious, judging from what we learned about them elsewhere, but from all re- 
ports it seems that the federal prohibition director in the Pennsylvania district was 
too busy enjoying his own private stock that night to trouble this party. Benjamin 
Hayllar, Jr., lamp manager of the Schimmel company, is seen in the upper right hand 


corner with his left elbow reposing on the table. 





. 





taken in the problems confronting the 
industry. 
made by J. E. Sweeney of the Water- 
loo Electrical Supply Co., and was fol- 
lowed with talks by W. D. Yates of 
the General Electric Co. on “Stand- 
ardization,’ Otis L. Johnson of the 
Benjamin Electric Mfg. Co. on “In- 
dustrial Illumination,’ A. C. Nodine, 
advertising manager of the Electric 
Vacuum Cleaner Co., on “Household 


The opening address was 


Appliances” and other men prominent 
in the industry. Many interesting fig- 
ures and statistics were laid before the 
listeners both graphically and verbal- 
ly. At the dinner in the Russel Lam- 
son hotel on Wednesday evening, M. 
C. Turpin of the Westinghouse Mer- 
chandising Bureau gave an illustrated 
talk on “Modern Developments in the 
Electrical Industry.” In order to 
assist the association financially, the 
representatives of the jobbers and 
manufacturers travelling in Iowa or- 
ganized themselves into the Iowa 
Electric League which has as it ob- 
ject the promotion of the electrical 
industry. 


Luckiesh Author 
of a New Book 


M. Luckiesh, Nela Research Labo- 
ratory, National Lamp Works, Cleve- 
land, has added another excellent book 
on lighting to those which he has 
already written. It is entitled ‘“Arti- 
ficial Light, Its Influence on Civiliza- 
tion,’ and embodies 358 
containing 25 chapters and 52 illus- 
trations. It is said that Artificial 
Light presents in an interesting fash- 
ion the progress of man, from primi- 
tive times to the present, in 
overcoming darkness, and adds a 
glimpse into the future as the author 
sees it. It is a book well worth every 
salesman’s reading as it touches upon 
artificial light from a commercial 
standpoint as well as historical. The 
book is being published by The Cen- 
turv Co., New York City. 


pages, 
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MAKE WIREMOLD A CINCH TO COUPLE 


THOSE LTT us RIBS 


* 


ALONG ITs EDGES 


x -« 


MAKE oe 
A CINCH TO CONNECT 
AS you CAN EASILY SEE 


* * * 


FROM THE PICTURE 


* * * 


TO CONNECT TWO LENGTHS 


* * * 


YOU ONLY NEED TO PUSH OUT 
* * * 


THE SMALL COUPLING 
--. 2 

THAT COMES IN THE END 
* * * 

OF EACH 10-FOOT LENGTH 


* * 


SCREW IT UP TO THE WALL 
e 2 * 
AND PUSH THE NEXT LENGTH 


* * * 


ON OVER IT—LIKE THIS 

















eet 
SET we Ay ae 





Ribs 


AND THOSE LITTLE RIBS 
* 


* « 


DO THE SAME TRICK 


* 


IN CONNECTING WIREMOLD 
* x * 

WITH ITS FEW FITTINGS 
* *x «“ 

FOR Vey JUST SHOVE ON 


*x * 


OVER THE COUPLING TONGUES 


* 


IN THE BASE PLATES 


* * 


OF WIREMOLD FITTINGS 


* * 


WITHOUT nary FUSS OR 


+. ~ 


USE OF SPECIAL TOOLS 


* 


WHICH is ANOTHER REASON 


* 


WHY You HEAR SO MANY 


* 


GOOD MECH: ANICS 
BOOSTING WIREMOLD 


Write to-day for your copy of the Wiremold Catalogue 


AMERICAN WiremorD Company 


HARTFORDO.CONN. 
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WHAT NATIONAL MAZDA LAMPS 
MEAN TO THE JOBBER’S SALESMAN 


xX 
















| 2 turer, jobber and dealer —ties up 
| each link in the selling chain and makes 
| the distribution channel smooth so that | 
| sales are made from manufacturer to con- 
| sumer and through jobber and dealer; 
| rather than to and by jobbers and to and 
| by dealers to consumers. 
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NATIONAL 
MAZDA 























NATIONAL MAZDA lamps sell themselves 
wherever the blue carton is displayed 


NATIONAL LAmp Works 


of General Electric Company 
Nela Park, Cleveland, Ohio 
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Each label represents a Division of National Lamp Works equipped to give a complete lighting service 
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Fit the Light 
to the Work 


The old idea of factory lighting was mere- 
ly to relieve the gloom of dark days—and 
not to spend an “unnecessary” cent upon it! 
Now, not only is light used liberally to stim- 
ulate production, but the lighting is varied 
in character and intensity, to make it fit ex- 
actly the requirements of the work. Even 
though factory executives you approach, be- 
lieve their plant lighting to be satisfactory, 
convince them it will pay to have an outside 
expert’s judgment on it. IVANHOE will 
be glad to furnish the directions by which 
you can determine the exact requirements 
and cost of the proper installation for any 
set of conditions. 





IVANHOE-REGENT WORKS 
of General Electric Company 


Cleveland, Ohio 


“Ivanhoe” Steel Reflectors, Lighting Glassware, Anderson 
Self-Adjusting Arms, and Illuminating Service. 


"Service to Lamps” 


AANA IS (0) 2 


SHADES~ REFLECTORS 
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Belmont Golf 
Club Burns Down 

On Monday night, Oct. 3, a catas- 
trophe occurred which affected many 
well-known electrical men of Chicago 

the Belmont Golf club house at 
Downers Grove burned to the ground. 
As the house was an old farm house 
the wood was very dry and brittle, 
consequently it took the conflagration 
but 30 minutes to completely wipe out 
the place. It is said that a spark 
from the stove, on which was being 
cooked a dinner for a number of the 
members, started the blaze. The 
flames traveled so fast that it was im- 
possible to save any of the members’ 
clothing or clubs. ‘Thus more than 50 
electrical members and a similar num 
ber of Board of Trade members will 
be required to make a considerable 
financial layout for toggery, mashies, 
drivers, putters and _ miscellaneous 
other “war clubs.” The club is the 
oldest golf club west of the Alle- 
ghenies, the first games having been 
played there during the world’s fair 
in 1893. Plans are already under 
way for the erection of a new club 
house. 

* & 

Transform Static 
Electricity Into Dynamic 

Discovery by Gustave Leutner, a 
widely known engineer, of a system, 









Venus at the “bawth.”. “Oh dear! Oh me! you make me blush,” says Fred J. 
Smith, electrical engineer, The McGraw Co., Omaha, Nebr. “And you can’t blame 


Mary.” asserts Fred, “for being mortified 


she was showing the minister her garden 


when she found a bachelor button in Black-eyed Susan’s bed.” How do they get 


that way? 


ia 





by which static electricity in the at- 
mosphere may be transformed into 
dynamic current, was recently an- 
nounced. It is said that the apparatus 
consists of antennae bearing a radio- 
active collector joined to a_ spiral 
transformer, which is acted upon by 
the radioactive matter through a 
chemical _ process. The chemical 
process has not yet been explained. 
If such a process could ever be put 











W. J. Flannery, president of the Baltimore Electrical Supply Co., Baltimore, Md., 
has good reason to be the proudest man in his city. For justification of this state- 
ment merely take a glance at the above photo where he is surrounded by his eight 
robust, pretty children. This is a little family that many a man might envy. How- 
ever, besides being lucky in this respect, Mr. Flannery is also fortunate in that he 


is president of his company in these days when the H. C. L. 


any ordinary man with a family. How about it, boys? 


wrecks the bank roll of 


into commercial use, the problem of 
cost of generation of electricity would 
be quickly solved. 

* * * 
Kansas Contractor- 


Dealers Meet 

The Kansas Electrical Contractors’ 
Association held its annual convention 
in Kansas City, on Sept. 23 and 24. 
It is reported that the meetings wer: 
very enthusiastically attended. The 
keynote of the convention seemed to 
be the trend toward better retail mer- 
chandising, and each member left with 
a determination to devote more time 
to developing this part of his business. 
The association is inviting the appli- 
cations of new members. H. S. Lee 
of the Topeka Electric Co., Topeka, 
Kansas, is secretary. 

* * * 

Canadians Launch 
Co-operative Campaign 

The British Columbia Electrical 
Co-Operative Association was launched 
on Sept. 21 in Vancouver, B. C. This 
was by far the largest gathering of 
electrical men ever held in that city. 
numbering 150 representatives of all 
branches of the industry. Plans of 
organization were outlined showing the 
division of the work of the advisory 
council into merchandising, account- 
ing, advertising, store and window 
display, architects and contracting 
branches. Figures produced set the 
sales bogey for greater Vancouver at 
$1,570,600, and it was estimated that 
only half of the possible sales of do- 
mestic appliances were being made. 
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We proceed onward in our visit to the birthplace of every Brascolite. 
Quality electrical articles, such as Brascolites, are always contained in 
handy, attractive cartons that facilitate their handling by jobbers’ ware- 
housemen and sale by jobbers’ salesmen. 


Appearance and compactness are two great assets that your dealers en- 
joy when you sell them the Brascolite idea. Brascolites occupy a mini- 


mum of space on the shelves, but they do not stay there long for “Well 
Displayed is Half Sold.”’ 


















Having perceived the manner in which the finishing touches are so 
skillfully applied to Brascolite reflectors in the October issue of The Job- 
ber’s Salesman we now step into the spacious rooms in which they are 
packed and sent to jobbers throughout the country. 


The orderly condition in the Brascolite packing and shipping rooms 
obviates error and the possibility of complaints on the part of the job- 
ber’s customers. The makers of Brascolites believe that too much care 
cannot be exercised in the packing and shipping rooms. 


To be identified with Brascolites is to experience the pleasure of con- 
tinued satisfaction. 


LUMINOUS UNIT CO. 


Division of The St. Louis Brass Mfg. Co. 


ST. LOUIS, U.S.A. 
BRANCH OFFICES 


New York Boston Atlanta ; Cincinnati Chicago Detroit Kansas City Minneapolis New Orleans 


Philadelphia Pittsburgh Seattle Los Angeles Denver 
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New York Electrical 
Show Well Attended 

The thirteenth annual New York 
Electrical Exposition, held at the 
Grand Central Palace, Oct. 6 to 16, 
exhibited to a greater degree than 
ever before the utility of electricity in 
home, store, office and factory. To 
better demonstrate the broad applica- 
tion of electricity in the home, a mod- 
ern household was set up in the main 
section where a large variety of appli- 
ances were operated. Among the ex- 
hibits, depicting the present stage of 
electrical development, were 21 types 
of washing machines, eight dish- 
washers, six iceless refrigerators, three 
kitchen mixing and beating devices, 
17 vacuum cleaners, 12 ranges, and 
many broiling, baking and frying de- 
vices. On the three floors were dis- 
played 151 separate exhibits. The 
entire third floor was devoted to the 
exhibition of electrical applications in 
industry, a great deal of which consti- 
tuted material handling machinery. 
Many processes of manufacturing, 
baking, laundering, refrigerating, bat- 
tery charging, etc., with electricity 
were shown. Such electrical novelties 
as grass cutters, window washers, car- 
pet washers, hair cutters, vibratory 
razors and a machine that _ bores 
Many 
other new appliances with novel fea- 


square holes were exhibited. 


tures were displayed. The number of 
jobbers that had booths at the show 
indicates the ever increasing impor- 
tance of the electrical wholesaler in 

















“What makes us so chesty? Why just take a slant at our new habitat,” says the 
sales organization of the Tower-Binford Electric & Mfg. Co., Richmond, Va., in 
unison. “In the blue ridge mountains of Virginia on the trail of the lonesome pine” 
is where you can find these smile artists packing the price book almost any day in 
the week. We heartily agree with Geo. A. Tower, president of the company, that he 
has a plant and bunch of business-getters that are hard to beat. 





the distribution of electrical products. 
The large attendance of the public 
was very gratifying to the sponsors 
of the exposition. 
* * * 

Jovians to Hold 
Annual Meet 

The eighteenth annual convention 
of The Jovian Order has been called 
by Jupiter A. J. Binz of Houston, 
Texas, for Nov. 18 and 19, 1920, at 
St. Louis, Mo., with headquarters at 
the American Hotel annex. The con- 
vention will consist of business meet- 
ings only, held on the afternoon of 
the 18th and the forenoon and after- 
noon of the 19th. It is said that this 











“So far, so good!” said W. H. Shotwell, president of the Tidewater Electric Co., 
44 Park place, New York City, as he reviewed his sales staff shown above. Shotty 
says: “We’re doing fine considering the fact that we opened up shop for the first 
time just 18 months ago.” Prior to that time, Mr. Shotwell was on the sales staff 
of Stanley & Patterson, same city. From left to right are: L. Samuels, stock clerk; 


I. M. English, salesman; C. Bohling, treasurer; B. Gorman, salesman; W. Rockford, 


purchasing agent; G. Quinn, salesman; J. Kargl, assistant to treasurer, and J. J. 


Devantery, special representative. 
in a ‘striking’ manner.” (Take him out.) 


The treasurer reaffirms: “We’re ‘Bohling’ along 


meeting, in some respects from a 
Jovian standpoint, will be-the most 
important annual gathering the order 
has ever known for it must there be 
decided definitely as to the future con- 
duct of the order. 


* * * 


Why 110 Volts Is 
Generally Used 


Back in 1879, when Edison was at 
work on his early dynamo machines, 
there was a “standard voltage” of 
110 volts, because there was little else 
for multiple-circuit operation on a 
commercial scale. “Mr. Edison origi- 
nally planned to have 100 volts at his 
lamps,” says W. J. Hammer, one of 
his early associates, now president of 
the Association of Edison Pioneers. 
“One hundred volts was a round fig- 
ure and seemed to be just about the 
proper potential. “We'll have 100 
volts at the lamps,’ concluded Mr. 
Edison, ‘and to allow for 10 per cent 
voltage drop in the line we’ll make the 
machine pressure 110 volts.’”. And 
so the world’s standard pressure of 
110 volts came into existence. In the 
early days of the industry line-drop 
was a problem and the inaccuracies of 
lamp manufacture had to be provided 
for. A range of voltages from 103 to 
120 volts was desirable. Today the 
pressure at any point on a system can 
be regulated within three volts of a 
standard voltage. General acceptance 
of a standard voltage—110 volts— 
would save the industry and the public 
thousands of dollars. It goes hand in 
hand with standard plugs. 








Put Life Into Your Order Book 
WithVioletta 
Sales 





| bag 


—in great volume, result from pushing Violetta 
consistently and adopting the Bleadon-Dun 
profit-sharing plan of merchandising. 


It has been proven by many leading foreign 
and domestic electrical jobbers that Violetta 
can be marketed through the jobber at a very 
satisfactory profit to both them and their 
dealers. Our co-operative jobber-dealer plan 
of meeting the public demand has worked out 
to the benefit of all partaking in it. 


Nationally advertising Violetta has stimulated a wide- 
spread public desire which it is the duty of jobbers’ 
salesmen to fulfill, This far reaching publicity reduces 
sales resistance; consequently Violetta is an easy selling 
specialty. Homes, beauty parlors, barber shops and 
physicians form the basis of a substantial outlet through 
your dealers. 


And the schedule of discounts on Violetta permits of 
a gratifying profit to the jobber, especially at this time 
when ‘“‘margins” is the paramount issue. 

Your past assistance has 
given us a great confidence in 
you and we respectfully solicit 
your continued valuable, yet 
more intensified support. 


Bleadon-Dun Co. 
217 S. Peoria St. 
CHICAGO 


‘ 
7 
: 
: 


See the next page f 
particulars ‘ 
comprehensive 
campaign. 





You Can Sell 
_More 
Violettas 


In the upper corners of this page are facsimile 
views of a folder containing full details of our 
co-operative jobber-dealer plan for helping you 
sell more Violettas. 


In the view to the left can be seen two illus- 
trated letters which we will mail to your dealers, 
two weeks apart, upon receipt of a mailing list 
from you. We print your letterhead on each 
letter, and do the addressing, signing, stamping 
and mailing at OUR EXPENSE. Then all you 
need do is follow them up with your personal 
solicitation as you make the rounds of your ter- 
ritory. 


The results are obvious. 


But our service does not end here. It extends further to 
furnishing your dealers, free of charge, with a beautiful five- 
color Violetta display stand, attractive window cards and 
many other useful dealer helps. These, too, we mail your 
dealers at OUR EXPENSE. The display stand and some 
of the window cards are shown below. 


Violetta is really simplicity itself and is easily sold. 
Write for our colored booklet, “VIOLET RAYS AS AP- 
PLIED WITH THE VIOLETTA” and a copy of our 
sales plan. Study the two a few moments; connect them 
up, and you will learn something of interest and benefit to 
you—how easily it can be done. 


Don’t delay—do it now—and see that your firm name is 
added to our long list of satisfied Violetta distributors. 


Bleadon-Dun 
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The Information Given in This Survey Was Obtained by the Fideli 


and Is Designed to Show the Financial, Industrial and Agricultural Situation in the U. S. 


ty and Deposit Company, Baltimore, Md. 





























































































































| New Middle East North}West North South -ast South] vest South * 
No.| INDUSTRIAL QUESTIONS England Atlantic Central Central Atlantic Central Central Mountain Pacific 
1 jAre building operations in 
your territory increasing or 3 3 Y ; ' 
decreasing at this time? Increasing |Decreasing |Decreasing |Decreasing [Increasing ‘ncreasing |'‘ncreasing Yecreasing [Increasing 
2 |In what classes of the follow- 
ing buildings is the great- 
est activity manifest? (a) , . 
Warehouses and _ factories : : “ow priced “ow priced |Low priced 
(b) Office buildings and Varehouses “Low priced iwellings Warehouses “ow priced | |wellings lwellings Low priced 
| stores (c) Low priced dwel-|Warehouses | Factories lwellings igh grade | Factories ‘wellings Yffice build-] \ffice build | |wellings 
lings (d) High grade dwel-]Factories Low priced Varehouses iwellings “ow priced Varehouses | ngs ngs Varehouses 
| lings and apartments. Stores iwellings *actories Apartments | !wellings “actories Stores 3tores *actories 
3 |What is the extent of the in- 
| crease in the cost of labor 
| over 1919? 10 to 50% '0 to 40% ‘0 to 40% 10 to 50% ‘0 to 50% + to 40% 0 to 50% i to 30% 0 to 30% 
4 \Is labor increasing in pro- 
| ductivity per man? No No slightly Vo No No No No ves 
5 lIs there a shortage of labor?} No “es "9 to Slight > Vo To No 
6 |Is there evidence of unem- : ’ 
| ployment? No Slight No No No No No No No 
7 |How do the wholesalers and 
| retailers regard the pros- : ie 
|_pects for fall and winter?|Good Uncertain Fair to good] Good 700d Good Good Fair to good] Good 
i Yes, but 
8 |Are manufacturing plants] some “ : 
| well filled with orders? cancellations] Yes Ves Yes Yes Yes No Yes Yes 
9 \Is there a shortage of raw 
| material sufficient to cur- ! 2 $ 
| tail production? No No No No No No No No No 
10 IIs there a shortage of coal?] Yes es ‘es es Slight es es No No 
11 |Is the shortage of freight 
cars being substantially re- F ‘ Yes~ 
duced? Yes Yes Ves Ves Ves Slightly ‘lightly Slightly Yes 
12 |Are general transportation ’ ff 
conditions improving? Ves Yes "es es Ves Yes Yes Yes Yes 
13 |Are industrial concerns car- 
rying large amounts of cus- 2 i : 
tomers’ paper? Yes No Ves Ves Yes Normal No Normal Vo 
14 |Are industrial concerns dis- E ‘ E 
| counting their bills? Yes Yes Yes Yes Yes Yes No Yes Yes 
15 |What is the sentiment re- 
| garding Govt. ownership of : 
railroads? Opposed Opposed Opposed Opposed Opposed Ipposed Opposed Opposed Opposed 
16 |What is the sentiment re- 
arding general cooperative 4 ae 
aeremate? Opposed |Favorable | Divided "avorable Favorable ["avorable ["avorable |Divided Opposed 
| AGRICULTURAL New Middle East North]/West North South East South|West South i 
| QUESTIONS England Atlantic Central Central Atlantic Central Central Mountain Pacific 
17 |What are the general condi- 
tions of the farmers in your be F 
| territory? Prosperous |tGood Good Good Good Good Good Good Good 
18 |Are they well supplied with : Yes, but 
funds as the result of the F Ls Crops un- ] ; ’ large crops |__ 
| sale of this season’s crops?}Ves Yes Yes sole Yes Yes Yes unsold Ves 
19 |What is the sentiment re- ® 
| gardin farmers’ coopera- _ rowing 
| a yo i ste Favorable Favorable Favorable Favorable Favorable Favorable Favorable Favorable favorable 
No effect Depressing 
20 |What is the general effect of meres aot farmers 
the recent drop in grain s withholc 2 4 7 ‘ olding P 
aalean? . No effect _|No effect grain , No effect No effect No effect No effect crops No effect 
i guar ice ei ea New Middle East North,West North Sovth East South West South 
| FINANCIAL QUESTIONS England Atlantic Central Central Atlantic Central Central Mountain Pacific 
21 |Do the banks appear to have . a ” “ - : 4 : 
| funds to lead and at what}Yes—6 to Yes—6 to Yes—6 to Yes—6 to Yes—6 to Yes—6 to Yes—8 to [Yes—8 to |Yes—8 to 
| rates of interest? % 8% 8% 8% 8% 8% 10% 12% 10% 
22 |Are the banks well loaned up?|Yes Yes Yes Yes Yes Yes Yes Yes Yes 
23 |Over a six months’ ae 
av sits in the b s a A . : 
ee es Increased Increased Increased Increased Stationary [Stationary |Increased Decreased Increased 
24 |Have the number of corpora- . 
| tions’ accounts increased or : Stati Normal hy ti - eA : 
| decreased? Stationary Increased Stationary fincrease Stationary ncreased Increased Stationary stationary 
25 |Have the number of individu- 
} pe ig Pe arco aa Increased 'ncreased Increased Increased Increased Increased Increased Increased Increased 
l Various 
i substi- ; 
tutes with [Slight incli- 
, P ‘ Opinion di- sales tax nation to- 
i) | 
26 geet Bee Various vided on No substi- |No substi- | predomi- ward sales 
| substitute is preferred? Sales tax Sales tax Sales tax substitutes |.ales tax tute offered}tute offered|nating tax 
27 (What is the sentiment re-lravorable__|Favorable__|Favorable [Divided _|Divided _| Divided _|Dividea __| Divided | Divided 
28 |Have checks, payment of 
| which is protested by the 
| banks in your territory, 
| been greater in number dur- 
ing the last year than 
theretofore? (The Notaries 
| Public who do a bank busi- 
| ness can give information 
on this subject.) No No No No No No No No No 
29 |Do the bankers attribute the 
increase in protested 
checks, if any, to extrava- 
| gance and overbuying? No No No No No No No No No 



































—Reprinted from Literary Digest. 
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BUSS FUSES are approved in all types, and in all sizes and capacities. 





Bussisses 


ELY ona fuse which is good enough to be approved 
in all voltages and sizes. 


BUSS FUSES are one of the only four makes approved 
by Underwriters’ Laboratories, Inc., in both 250 and 600 


volt sizes. 


Some other makes of fuses are approved in certain sizes but 
not in the whole line. Could you sell such a fuse with con- 
fidence? Real merit is more than skin deep—it must under- 
lie all claims to excellence. _I[t can kardly exist in some por- 
tion of a manufacturer’s output, and not in all. 
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BUSS FUSES are approved in ali types, and in all sizes and capacities. 


BUSS Ferrule-Contact Renewable Fuses are both safe and 
convenient. What other fuse can, like this, be renewed 
with no tools but the fingers in a few seconds only? 


BUSS Knife-Blade Renewable' Fuses embody the floating, 


self-aligning element whic can be put together in the dark, 
and which never distorts the link. 


WRITE FOR BOOKLET GIVING FULL PARTICULARS 


BUSSMANN MANUFACTURING CoO. 
ST. LOUIS, MO. 


NEW YORK, 731 Broadway CHICAGO, 627 W. Jackson Blvd. 
SAN FRANCISCO, 509 Mission St. 


RENEWABLE 
Fuse S> 
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Notes About Jobbers 


Dixie Jobbers Hold 
Quarterly Meeting 

One of the most successful meetings 
ever held by the Dixie Jobbers’ Club 
took place on Oct. 22 and 23 at Hotel 
Chisca, Memphis, Tenn. The 21 mem- 
bers of the organization expressed 
themselves unanimously and enthusi- 
astically to the effect that they derive 
a wealth of good out of these meetings 
and the consensus of opinion was that 
this was the best meeting that has as 
yet been held. Among the various 
topics discussed were: “The Outlook 
for the Future,” “A Clearing House 
for Jobbers’ Stocks,” “What Should 
We Advise Our Customers About Buy- 
ing?” and “Inadequate Profits on 
Specialties.” The subjects brought 
forth much interesting comment from 
the members and each one was highly 
pleased over the helpful ideas derived 
from the discussions. W. W. Deming, 
who has returned to the fold of the 
Electric Supply Co., Memphis, after 
a prolonged stay on the Pacific coast, 
told what the jobbers are doing in a 
co-operative way in that territory. 
Following Mr. Deming’s address, D. 
G. Pilkington, associate editor of The 
Jobber’s Salesman, told what that 
publication is endeavoring to do in the 
interests of the jobber and his sales- 


men. W. R. Herstein, vice-president 
of the Electric Supply Co., and C. 
Robert Churchill, president of the 
Electric Appliance Co., New Orleans, 
were elected president and secretary, 
respectively, of the Dixie Club for the 
ensuing year to succeed C. D. Caba- 
niss, Western Electric Co., Atlanta, 
Ga., and P. E. Davidson, Moore- 
Handley Hardware Co., Birmingham, 
Ala. It was also decided that meet- 
ings be held three times a year in- 
stead of four in the future. Aside 
from the very interesting business 
meetings the members were most roy- 
ally and elaborately entertained by 
Mr. Herstein. Chicken and frog leg 
dinners, automobile rides and theater 
parties were the mainstay of the entev- 
tainment program. At the close of 
the meeting on Saturday the members 
gave Mr. Herstein a rising vote of 
thanks for the delightful entertain- 
ment and dubbed him the prize enter- 
tainer of the South. The Dixie Job- 
bers’ Club consists of the heads of a 
number of the leading jobbing houses 
between the Mason and Dixon line and 
the Gulf of Mexico and the Atlantic 
coast and the Mississippi river. It 
was formed about nine years ago, 
principally through the efforts of W. 
R. Herstein and C. Robert Churchill, 





























Meeting of the Dixie Jobbers’ Club at Memphis, Tenn., on Oct. 22 and 23. From 
left to right, first row, are: W. M. Perry, C. C. Blackwell, S. V. Alltmont, F. K. Levy, 
C. J. Watson, J. J. Perry, W. R. Herstein and W. H. Neville; second row, left to 
right: W. W. Deming, E. P. McGrath, H. W. Mathews, C. Robert Churchill, Max 
Morris, C. D. Boyd, L. L. Hirsch, C. D. Cabaniss and D. G. Pilkington; rear row, left 
to right: R. A. Riley, H. A. Robertson, G. H. Wygant, P. C. Gilham, 
L. M. Robertson, M. L. Mann. 














“Quite a building isn’t it?” says V. G. 
Eastman, sales manager, The Erner & 


Hopkins Co., Columbus, O. Mr. Eastman 
is seen proudly giving his company’s 
new building on Third street the once 
ever. If you don’t believe he’s got a 
job on his hands engineering the moving 
into that new building just run down 
there and watch him work. No rest for 
the wicked, Mr. Kodak—I mean East- 
man. 





to promote the interests of and a fra- 
ternal spirit among the jobbers of the 
South. It has since developed to the 
present large organization doing a 
greatly constructive work. 
* * * 

Electric Appliance Company 
Changes Sales Managers 

R. S. Mitten, formerly assistant 
general sales manager of the Electric 
Appliance Company of Chicago, has 
been promoted to general sales man- 
ager in the place of P. R. Boole, who 
has become a partner in the firm of 
Greusel-Quarfot Electric Company of 
Milwaukee, Wisconsin. The Electric 
Appliance Company is one of the old 
timers in the electrical jobbing field 
and has branches in Dallas, New Or- 


leans, and San Francisco. 
* & & 


Date of Jobbers’ 
Meeting Changed 

The semi-annual meeting of the 
Electrical Supply Jobbers’ Associa- 
tion which originally was to have been 
held on Nov. 10, 11 and 12 in Detroit 
will be held instead at the Cleveland 
hotel, Cleveland, O., on Nov. 17, 18 
and 19. 
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Demand for Economy Fuses is heavy, steady—con- 
stantly stimulated by national and trade paper ad- 
vertising which reaches 10,000,000 readers each 
month, 


This drain on dealers’ stocks depletes their line of 
Economy Fuses and makes imperfect Economy 
Service to fuse users. 


Jobbers’ salesmen who strive to increase their sales 
should request dealers to check up their stock of 
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Economy Fuses and order missing capacities with- 
out delay. 


Prospective fuse buyers now ask for and insist upon 
getting Economy Fuses. 


Your dealers know there are no other fuses just 
as good. 


Push Economy Fuses—and remember that every 
Economy Fuse advertisement bears the slogan: 


“For sale by all leading electrical jobbers and dealers” 
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Knife-blade Type, Economy Fuse 


Econemy Fuses were the first line using inexpensive bare links for res 


ing blown fuses to their original efficiency to be APPROVED IN “ALL 
boratories. 


CAPACITIES by the Underwriters’ La! 


Economy Fuse & Mfg.Co., Chicago, U.S. A. 
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Economy Fuses are also made in Canada at Montreal 
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W. E. Co. at Indianapolis 
Stages Annual Picnic 
The Indianapolis the 
Western Electric Co. staged its annual 
Sept. 
Everybody 


house of 


picnic on Saturday, 25, at 


Brookside 


their grandmother turned out, it is 
LS 


and 


park. 
said. The big feature of the day 
was the ball game which ended sud- 
denly with the score at 17 to 13 in 
favor of the 
body broke the one and_ only 


some- 
bat. 


Sales Manager Chester Roberts um- 


warehouse when 


pired the game. It is reported that 


as an umpire Ches makes a great sales 
manager. The feed bag and _ horse 


shoe pitching contests were other 
popular events 


* ¢ x 
Three New 
Benedicts 
“Three more good men gone wrong,” 


Bill Goodrich, 


as the old saying goes. 


L. C. Esthus and Joe Vratney of the 
sales department, Western Electric 
Co., Chicago, joined the married 
men’s ranks recently. Everybody 


wishes you good luck, fellows, but look 
out for those landlords. 
* * * 

Optimism Stills 
Reigns in Kansas City 

Commenting on business conditions 
of tomorrow the author of an article 
in B-R Current, monthly publication 
of the B-R Electric Co., Kansas City, 


Mo., says in part: .. The general 


opinion is, that business will be good 
for some time to come, with the elec- 


trical trade receiving its share in the 
wave of prosperity. It is generally 
known that there is a rapid increase in 
the use of electricity and electrical 
appliances. In view of this excessive 
demand, dealers thruout the country 
are optimistic regarding business con- 
ditions and can see no let-up in the 
flourishing business that exists today.” 
It is gratifying to note this view com- 
ing from such an important section of 
the country. 
* * * 

Dusseau Joins Forces 
With Great Lakes Company 

A. E. Dusseau, who for the past 
nine years has been connected with 
the Commercial Electric Supply Co., 
Detroit, Mich., as salesman, purchas- 
ing agent and sales manager, has re- 
signed from his present position of 
sales manager to become affiliated with 
the Great Lakes Electric Co., same 
city, in a sales capacity. Mr. Dusseau 
carries with him a wealth of experi 
ence in the electrical jobbing field and 
is expected to be a valuable asset to 
the Great Lakes organization. 

* * * 

Erner Electric Company 
Holds Campaign Dinner 

The Erner Electric Company of 
Cleveland 


recently entertained a 











Fore! 


make a little extra put with the toe of his right shoe. 


J. C. Schmidtbauer, vice-president, Julius Andrae & Sons Co., Milwaukee, 
Wis., swears he made that hole in five, but another of the foursome says he saw him 


No fair! Be this as it may, 


Mr. Schmidtbauer claims the honor of having won several nice silver cups in West- 


inghouse agent-jobber tournaments. 


And they hold a lot of near beer (+), too. 
























































L. E 


(Trot) Trotter, assistant sales 
manager, Post-Glover Electric Co., Cin- 
cinnati, O., says that window space, like 
hosiery, gets more attention when prop- 


erly filled. ‘Trot must know, but we'll 
het that he didn’t get his wide knowl- 
edge along these lines by looking in de- 
partment store’s windows. The street 
cars have terribly high steps, dontcha 
know. 





group of more than 75 of the leading 
northern Ohio electrical dealers and 
contractors at a dinner which featured 
the launching of an Eden washing 
machine campaign. The dinner was 
cooked electrically and served in the 
company’s club room by the young 


ladies of the Erner_ organization. 
Harry Seaber, vice president and 


sales manager of the Gillespie Eden 
Corporation, and Frank B. Rae, Jr., 
advertising counselor of The Erner 
Electric Company, were the speakers 
It is announced that 
similar rallies inaugurate the 
various special sales campaigns sched- 
uled by The Erner Electric Company 


through the coming season. 
* * * 


of the evening. 
will 


Electric Supply Co. 
Has Model Warehouse 

Southern jobbers were shown a 
model warehouse on Oct. 22 when W. 
R. Herstein, vice-president of the 
Electric Supply Co., Memphis, Tenn., 
took the 21 convening members of the 
Dixie Jobbers’ Club through his place 
of business. The warehouse floor 
which consists of 25,000 sq. ft. is 
made of concrete to facilitate cleanli- 
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Over 300,000 Sub-Salesmen 


Working for “Union” Fuse Salesmen 


Suppose, Mr. Salesman, you could have just one man whose duty it was to 
call on the trade and interest them in the goods you sell so that when you got 
around to see these prospects they would be partially, or even wholly, sold on 
your proposition. Wouldn't it be easierfor you to get their names on the dotted 
line? Couldn't you then increase your sales very materially? 


That is literally the assistance we give “Union” Fuse salesmen. But instead 
of furnishing you with only one sub-salesman, we are employing more than 
300,000 to help you work up business. 


Of course, these are not flesh-and-blood sub-salesmen, but salesmen-in-print. 
Altogether more than 300,000 copies of trade papers and mailing folders are 
going to fuse users every month, like a force of that many salesmen, showing en- 
gineers, manufacturers, etc., forceful advertisements that point out the big ad- 
vantages of using ““Union’’ Renewable and Non-Renewable Fuses. 











These advertisements so vitally emphasize the reliability 
of “Union” Fuses—so convincingly point out their vast 
superiority—that they are bound to make people want 
“Union” Fuses. 


If you wish to lighten your work and increase your sales, 
sell “Union” Fuses. We have an interesting booklet 
which tells all about these fuses. We'd like to send you a 
copy. 


SY mvrTarioR 

mcuece OF 

CHICAGO FUSE MFG. CO. <= 
nee fs — 
Bela Oldest and largest manufacturers of Fuses, Elec- = 
cieek trical Protecting Materiais and Conduit Fittings 


parrot ~CHICAGO NEW YORK ’ J 


Also in Boston, Cleveland, Los Angeles, Detroit, Kansas City, 
Pittsburgh, Philadelphia, St. Louis, San Francisco, Seaitle, 
——— Indianapolis, Birm.ngham, Grand Rapids, Mil- 
waukee 
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ness, for one reason—and cleanliness 
is the outstanding feature of the ware- 
house. The large stocks of appliances 
are neatly arranged with the label 
side of the package facing the aisle so 
that the size of the stock or what the 
stock is can be learned at a glance. 
The warehouse comprises three floors 
and a basement and an automatic ele- 
vator near the rear platform greatly 
assists warehousemen in moving stock 
from the box cars which can be rolled 
up to the platform over a railroad 
spur which runs up to the rear door. 
Mr. Herstein has a unique and ex- 
ceedingly efficient system of warehous- 
ing and office arrangement which 
might be beneficially studied by job- 
bers who are troubled with warehous- 
ing problems. 
* *& & 


Roosevelt Co. Holds 
Lamp Agents’ Conference 

On October 13, the W. A. Roose- 
velt Company, La Crosse, Wis., held 
a Columbia Lamp Agents’ Conference 
in that city. About 50 of the com- 
pany’s agents were in attendance. 
The meeting was called at 1:30 and 
lasted until 5:30, and proved to be 














After using a lot of degraded English 
and sweating a couple of quarts of 
blood, Harry Vogel, New Jersey repre- 
sentative of the Sibley-Pitman Electric 
Corp., New York City, was told that it 
is fitting and proper to fill the gasoline 


tank once in awhile. You can’t blame 
Harry, though. He was up all night 


“entertaining a customer” the night be- 
fore. 











Warner P. Sayres, secretary, F. D. 
Lawrence Electric Co., Cincinnati, O., con- 
fided to us that when he was riding up 
town in the street car the other day he 
saw two old maids back off the street 
car because they heard one young fellow 
say to another, “When these two old 
dames get up we'll pinch their seats.” 
You do hear surprising things when you 
“listen in.” 





so interesting that all in attendance 
seemed reluctant to adjourn. Messrs. 
Colville, Atherton and Mealey of the 
engineering department, N ational 
Lamp Works, delivered several in- 
teresting talks. Mr. Bell of the 
Colonial Division also spoke on “Ad- 
vertising.” The meeting was held in 
the lodge room of the B. P. O. E. 
At 6:30 P. M. dinner was served at 
the La Crosse Chamber of Commerce 
during which time the guests were 
delightfully entertained by cabaret 
performers. After dinner the lamp 
agents were further entertained at 
the La Crosse theater where they 
witnessed Charlotte Greenwood in 
“Linger Longer Lefty.” T. H. Brind- 
ley, vice-president and general man- 
ager of the company, was kept busy 
explaining to the lamp dealers that 
the Sahara desert has nothing on La 
Crosse for aridness; in fact, it is so 
dry that the crows fly backwards to 
keep the dust out of their eyes. It is 
claimed by C. B. Montgomery, man- 
ager of the electrical department, that 
this is the first meeting of its kind 
ever attended by representatives of 
the engineering department of the 
National Lamp Works. 


Philadelphia Electric 
Company Expands 

The Philadelphia Electric Co., 
Supply Department, of which L. W. 
Garron is manager and S. J. Cooper, 
Jr., sales manager, is adding very ma- 
terially to its facilities. The building 
just south of the present building at 
130-132 South 13th street, Philadel- 
phia, Pa., has been secured and will 
be remodeled to conform with the lat- 
est, up-to-date, electrical jobbing 
methods. The whole ground floor of 
the new building will be fitted up as a 
household appliance display room, ex- 
clusively for the benefit of the dealer 
trade. 

* * * 

Resurrected 
From the Dead 

Sid. Bolan, who has been on the 
sales force of several large New York 
jobbers during the past eight years, 
is now on the other side of the fence, 
having accepted a position as purchas- 
ing agent with the United Electric 
Construction Co. Sid is one of the few 
men to come back from the war only 
to find that he has been dead for some 
time. 








When Geo. W. Cramond, line material 
specialist, Western Electric Co., Cincin- 
nati, O., played hooky in his youth he 
decided to write his own excuse. Here’s 
what he said: “Please excuse George 
from being absent yesterday. He got 
caught in the rain and got wet in the 
a. m. and had a bid chill in the p. m.” 
Please explain yourself, George! This 
is embarrassing. 
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tree and— 


The charm of candles — 
the safety of electricity 


When you show this new tree lighting 
set—the 


G-E Christmas Arborlux 


to your customers, be sure to point out 
how the candle-flame shape of the tiny 
lamps preserves the old Colonial atmos- 
phere, while the frosted glass gives che 
lively sparkle of real candles with none 
of their danger and uncertainty. 


Another big selling point of this outfit, 
aside from the independent operation of 
each lamp, is the fact that the trans- 
former, when the tree is dark, will oper- 
ate even the largest electrical toy. Thus 
two purposes are served by the one set. 


Sell the multiple-wired Arborlux in the 
orange and blue picture package. 





An ideal Christmas celebration requires a well-decorated 














inieeeeeesneataiiemeaeaiiiailiniees 








General Office 
Schenectady, NY. 
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Sales Offices in 
all large cities 






































the right sort of gifts 
member of the family 











Something to suggest for 
his present 


Once it was hard to think of a suitable 
gift for a man—the 


G-E Soldering Iron 


will be welcomed by motorists and by 
**handy-men” as a useful and novel gift. 


It is very simple to do soldering jobs 
when one need only connect the iron to 
the nearest receptacle or socket and go 
ahead! 


The average gift-shopper welcomes sug- 
gestions. This is a real one. 
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HEN a good automobile salesman 

sells a car he does not stand around 
and tell the prospect what the car will do— 
he hops in with the customer and demon- 
strates under actual road conditions. 


The same idea can be used in selling 
Duplexalites, receptacles, appliances and all 
kinds of electrical conveniences. Have your 
dealers build lighting demonstration rooms 
in their stores, using composition board 
lined with light colored wall paper; put in 


Take a tip from the automobile salesman 






































Duplexalites, and they will have a selling 
argument for commercial or residential light- 
ing which will convince their prospects as 
soon as they snap the switch. 

We have blue-prints and descriptions of 
rooms like the one illustrated—also larger— 
which can be built for a comparatively small 
amount. We will be glad to supply them 
to dealers upon request. 

Have your dealers build Duplexalite 
booths and see how your sales will increase. 


DUPLEX LIGHTING WORKS 


of General Electric Company 
6 West 48th Street, New York 
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Duplex- d- lite 
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Bill Talks Prices 


He Shows Dealers That They Must Keep on Stimulating 


LD BILL is at it again. There 
O is one thing about him, he 

doesn’t let any situation phase 
him. Everybody has to admit that 
he’s got a good head even if he hasn’s 
got much of that stuff that we call 
personality. No matter what objection 
the dealer may have to buying or for 
not getting all the goods that he wants 
Bill Spicer always finds some way of 
meeting his objections. 

We are all finding that it’s not quite 
so easy to sell goods now as it was a 
year or two ago. The reduction in 
price of automobiles and the other 
things that have come down in price 
seems to make people expect every- 
thing is going to drop right away and 
keep on dropping. That attitude on 
the part of his customers doesn’t seem 
to worry Bill at all. He keeps plow- 
ing straight ahead just as though 
nothing had happened and nothing 
was going to happen. He doesn’t even 
remind those dealers that when prices 
were going up, they didn’t hesitate to 
take all the additional profits that they 
could and that now that they are com- 
ing down they ought to be willing to 
put some of those profits back into the 
business to cover any losses due to fall- 
ing prices. 

Bill has been gathering up a lot of 
statistics for a long time. He must 
know enough about the conditions dur- 
ing and after the Civil War to qualify 
him as a professor of history in some 
college. He’s been studying price va- 
riations and their causes from 1860 on, 
and the causes he’s found are not just 
exactly the same as you're likely to 
find in a book. 

When some dealer asks Bill if he 
thinks prices are going any lower, he 
comes right back and tells that dealer 
that it all depends upon how hard we 
all try to sell goods. Bill is some 
economist. This is the way he figures 
out falling prices, their causes and ef- 
fect. 

“Prices,” says Bill, “are fixed by 
supply and demand, and demand 
is determined by the _ buying 


Demand to Avert Slump 


By J. E. BULLARD 


power of the people and the selling 
punch of those who sell goods. Now, 
when there’s a war there are less goods 
to sell and the high wages paid to 
labor and the long hours that it works 
gives it a great deal more buying 
power than it usually has. It’s easy 
to see then that demand increases 
faster than supply and prices go up. 
You can see how fast and how high 
they go by looking at this curve here 
showing the index numbers of whole- 
sale commodity prices from 1840 to 
1920. You can see that by the end of 
the Civil War they went up to 190 
per cent of what they were in 1914 in 
this country and in 1920 they were 210 
per cent. 

“Now I want to call your attention 
to some things about this curve. The 
Civil War ended in 1865 and that same 
year prices started to drop and drop 
fast. By 1870 they were down to 120 
per cent. They rose a little in 1872 
and then dropped to about 85 per cent 
in 1879, rose and then kept falling till 
1906 when they were below 70 per 
cent. Now this last war ended in 
1918 but prices kept right on rising 
until 1920, about eighteen months after 
hostilities ceased. How do you account 
for that? 

“T’ll tell you what I think the cause 
was. As near as I can find out busi- 
ness men at the time of the Civil War 
really didn’t do much selling. They 
took orders and relied upon demand 
and supply. I figure that real selling 
and advertising started around about 
1880. You notice that prices didn’t 
drop so fast after that. Since business 
men have been selling goods instead of 
just letting people come in and buy 
them, that demand thing has been un- 
der better control. 

“In the old days demand was sort 
of wild. You couldn’t depend on it. 
You couldn’t make it work for you. 
Since then we’ve been domesticating. 
We've been driving it with our selling 
punch. That’s one of the reasons, I 
believe, in fact, I’m sure that it’s the 
big reason why prices kept going up 





after the war was over. Instead of 
talking falling prices they kept right 
on talking good business and _ still 
higher prices. They told people to 
buy now, and they bought. 

“That old nag demand was driven 
pretty hard, though, and I guess we 
expected too much of it, but I can't 
see why we should let it lay down on 
us altogether. We shouldn’t forget that 
it’s pulling the whole family. If de- 
mand stops everyone is going to 
suffer.” 

You can get some idea from this 
how Bill has the whole thing reasoned 
out. Give him time and he'll prove 
everyone of his points too. He’s a fel- 
low that never goes off half cocked. 
One day he was talking to John Metz 
and Metz said he guessed he’d try to 
make his stock on hand do till Bill 
called again. 

“John,” says Bill, “you was over 
near Paris in the summer of 1918, 
wasn’t you?” 

“Yes,” admitted Metz. 

“Didn’t those French people expect 
that the German would get into Paris?” 

“Ta 


“What did you do, lay down and 
let them. I know darn well that you 
didn’t. You wouldn’t have gotten that 
medal you own if you had. You fel- 
lows put up the hardest scrap you 
could and held those Boches back and 
then you started chasing ’em and kept 
on chasing ’em till they quit. 

“John, I’m surprised at you. I didn’t 
think you'd lose your nerve so easy. 
There you and all the other fellows 
who went across kept fighting when 
things looked the darkest and protected 
that frog city, as you call it, and 
you're going to lay down now and let 
good Americans suffer.” 


“What do you mean,’ demanded 
Metz, “laying down and letting good 
Americans suffer, what’s that got to 
do with war?” 

“T'll tell you,” says Bill, “if you 
and a lot of other dealers lay down 

(Continued on page 72) 
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Merchandised 
Jer $250 


OR__ $125 EACH 


In the Handy 
Three-in-One Carton 
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Makers of Things More Useful 


LIGHT and 


More Light on the 
BENJAMIN 

N° 92 TWO-WAY PLUG 

Selling Campaion 

Falling drops wear away stone. Constant hammering 

with selling publicity makes sales. The Benjamin 

No. 92 Two-Way Plug has a market ready for it 


by the time you place the handy three-in-one Two- 
Way Plug cartons on display. 





The Benjamin No. 92 1s the original Two-Way Plug. 
Its utility in providing two uses for single sockets 
needs little comment here. It is enough to say that 
every wired home needs “3 or more.”” One hundred 
and thirty-seven million sales messages are telling 
wired homes about the Benjamin No. 92 and felling 
them to buy, “ At Your Electrical Dealer!” Out of 
the millions who read these advertisements a fair 
proportion call you ¢heir dealer. That is how we 
are directly helping you. 


Keep in mind that we know to the last figure what 
these selling campaigns are producing. We know 
that our sales messages are actually producing results 
for dealers. You benefit by the Benjamin Two-Way 
Plug sales before we do. Remember that. 


Your co-operation is very necessary to make adver- 
tising such as this produce sales and profits in the 
biggest volume. When we work together we both 
prosper and you may be assured that your efforts to 
sell Benjamin No. 92 Two-Way Plugs will be met 
by like co-operation from us. Your jobber will supply 
you with Benjamin No. 92 Two-Way Plugs in any 


quantity at any time. 


For full information write the Advertising Department, 806 W. Washington Blud., Chicago 
BENJAMIN ELECTRIC MFG. CO. 
Factories: Chicago and Desplaines, Ill. — 


Sales and Distribution Offices: 
New York Chicago SanFrancisco Toronto,Canada London, England 
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What better evidence of high quality and satis 
factory service could one ask f 

thousands of good dealers have for years sold mil 
lions of these handy devices. 


The Benjamin Two-Way Plug makes a place for 
a light bulb and any electrical appliance at the same 
time. It screws into any electric hight socket or 
screw base receptacle. Half the users of electricity 
in America use this handy plug. Once you know 
its convenience you will want several 


The Price of Success 


The success of a manufactured article is oftentimes 
indicated by the number of imitations following in 


exception. 
get is to ask for and insist on a genume Benjamin 
Two-Way Plug. The word Benjamin is stamped 
in the brass shell. If it is not there then the de 
vice is a “metoo” article. Take no chances. 


The Benjamin Two-Way Plug with its neat brass shell and 
porcelain rings matches most fine fixtures. It will withstand 
the hottest lamp made without melting, and with our Nx 

2452 Shade Holder your present shades can be used on it 
For all around satisfactory service the Benjamin Two-Way 
Plug—the original double service socket— 1s in a class alone 


BENJAMIN ELECTRIC MFG. CO. 





‘or than the fact that 


The Benjamin Two-Way Plug is no 
The best service—insurance you can 


Ask Your Electrical Dealer 


fr S2SO 


Chicago San Francisco 


Keep the kinks out of your electrical 
mce cords with 

903 Swivel Attachment Plags. Your 

elecencal dealer knows, endorses and 

sells these handy devices 

















More Power To Help You Sell 
The Benjamin No.92 Two-Way Plud 


The advertisement reproduced above is another heavy gun in the Benjamin Two-Way Plug broadside. 

t appears as a full page in the Saturday Evening Post, December 4th. 
2,000,000 strong. Following these impressions thousands of buyers will seek the Benjamin No. 92 
Two-Way Plug “at their electrical dealer.’ ‘The dealers who display Benjamin Two-Way Plugs 
prominently will increase sales by creating added impressions right where the plugs can be purchased. 








BEN/ 





Stock up through your jobber sow and get your own No. 92 Two-Way Plug selling campaign under way. 






Makers Of Things More Useful 


Its impressions will be over 


POWER 


The Original Double Service Socket 


T BENJAMIN 
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Salesmen vs Order Takers 


his house get every item of Beem’s busi- 
ness—appliances, supplies, fixtures and 
lamps—and that isn’t all. Beem discounts 
all his bills and swears by this guy 
Stoddard as a real honest-to-God sales- 
man. In spite of the numerous advances 
from representatives of other houses Beem 
holds steadfastly to the Hyatt Electric 
Co. and laughingly refers to Stoddard as 
his road partner and purchasing agent. 

And so today the jobber’s representa- 
tive who sells goods, and hence the fellow 
who ranks as a real salesman, is the one 
who regards himself as a partner in his 
buyer’s business, at least to the extent of 
aiding his customer in wise and conserva- 
tive buying. We cannot place this type of 
representative in the class of a mere order 
taker; and who—jobber or manufacturer 
can refute the value of this man’s work 
in the substantial progress of this recog- 
nized field of service to humanity. 





Second Prize 


Jerry G. Cason 
James Supply Co. 


electrical manufacturers as to the 

ability of the jobber’s salesman as a 
real salesman. I am a jobber’s salesman 
and want to give my views of the matter 
as I see it from every day travels. 

The manufacturers should take into con- 
sideration the fact that jobbers’ salesmen 
have much to contend with that the manu- 
facturers’ salesmen have not. The jobbers’ 
salesmen work a small territory, which 
they cover every few weeks. They have 
to cultivate a friendly feeling with all 
their customers. They carry several lines 
of material of the same nature and they 
have to know all these lines, keeping 
always thoroughly posted on all new 
items coming onto the market. 

The contractor-dealer is looking for his 
jobber’s salesman to keep him posted 
along all new lines. 

The jobber’s salesman of today is quite 
different from the jobber’s salesman of 
years ago. Then, about all there was for 
a jobber’s salesman to sell was supplies. 
Now there is such a long and varied line, 
including heating appliances, vacuum 
cleaners, washers, ironers and so on, 
stocked by the jobbers, that the jobber’s 
salesman has all he can do to keep posted 
and be able to answer the questions put 
to him by his dealers. 

The jobber’s salesman is not merely an 
order taker. He must be a technical man; 
he must know the fundamentals of elec- 
tricity, for he is asked many times by 
contractor-dealers to aid them in various 
ways. 

The jobber’s salesman has to consider 
what class of material to sell his cus- 
tomers in different localities. If a cus- 
tomer is loaded up with some commodity 
that does not sell in his town, the sales- 
man is liable to cause the customer to 
lose confidence in his ability. The sales- 
man has to know, also, in what quantity 
to sell a certain customer and he has to 


Titec: E seems to be some doubt among 


(Continued from page 10) 


estimate about what the turnover will be 
on each item so he will not oversell his 
customer. Most of the contractor-dealers 
in small towns have a very small working 
capital, and, if you loaded them up on 
slow-moving material, it might get them in 
trouble with your credit department. That, 
in turn, would affect your sales. 

I believe that most of the electrical 
manufacturers have realized that it pays 
them well to co-operate with the jobber’s 
salesman, for the jobber’s salesman can 
do more to put the manufacturer’s goods 
before the public than any other branch 
of electrical men. 

In the past few years, great strides have 
been made in the electrical world; great 
developments in the jobbing field have 
taken place, and, if the manufacturers 
would investigate the ability and success 
that the jobbers’ salesmen are making, 
they will realize that jobbers’ salesmen 
are real, live salesmen. They apply in 
each day’s work straight and _ honest 
methods of salesmanship. 


N. S. McGillivray 


Post-Glover Electric Co. 


give you a few of the qualities that a 

real salesman should have:—honesty, 
loyalty, health, personality, courage, en- 
ergy, enthusiasm, smile, courtesy, tact, 
ability to talk and also to listen. In order 
to do effective work, the salesman needs 
good health, vigorous, cheerful vitality; in 
other words, he must enjoy good health. 
Those who enjoy good health do not al- 
ways appreciate that health is wealth. 


A large number of salesmen think little 
about the care of their bodies. Just be- 
cause they can do certain things without 
injury, they take more liberties with the 
physical laws, and, of course, boast of the 
excesses they can endure. The limit of 
endurance should be reached without 
warning. The salesman who travels is sub- 
jected to periods of labor and leisure; 
obliged to travel constantly, being very 
irregular in regard to sleeping and eating. 

The salesman’s efficiency is lowered by 
the irregularities of his work and hours. 
In other words, he should know how to 
keep in good physical condition so that he 
will always have the punch. The salesman 
who walks into another man’s office, smok- 
ing a cigar and slumping into a chair, 
looking and acting tired, will never im- 
press the other man. A man who is up on 
his toes, mentally speaking, who loves his 
firm, loves his line and his customers, loves 
his work; in other words, just bubbling 
over with vigor, that he enjoys every min- 
ute of his work, or being in the presence 
of purchasing agent or customer. A sales- 
man must keep his record spotless with 
the customers as well as his company. 

The salesman should have particular 
regard for the following: proper breath- 
ing, proper eating, plainest kind of food 
at all times. This will help to keep him as 
hard as nails and always ready for the 
fight. 

A salesman must be 1000 per cent for 


I: the following few lines I will try to 


his company. The man must know that 
his company is with him 1000 per cent 
every minute that he is on the job, and 
when he comes to this realization, he will 
be sure of himself and in this way will 
surely increase his sales. 

Salesmanship is a meeting of mental 
qualities in which the salesman must win 
by inducing the other mind to look and 
see the discussion as the salesman does. 
The salesman must know his line, also he 
must study every possible minute that he 
can. His ambition should always be to 
give his company the best efforts he has. 
He should also give the customer the same 
efforts. 

A man should never let himself become 
discontented. This is not healthy ambi- 
tion, and will kill every ounce of salesman- 
ship you have or ever expect to have. 
Enthusiasm swells the sales total and 
makes the selling game a smiling pleasure. 
Salesmen should always use good English. 
— stories don’t make sales and never 
will. 


Don’t let the gruff buyer get your goat, 
because he is only half a bluff himself. 
You can make a good customer and friend 
out of him if you will only try to. Don’t 
be afraid of the buyer with the icy hand- 
shake, or the fish-flop shake. They are 
only bluffing you. You can win every time 
over this stuff if you will only forget the 
way this fellow shows you in. 

A good salesman will always have pleas- 
ant manners and a smile, as he makes his 
approach; in other words, getting ready 
for the attack. 


Earl H. Hamblet 
Wheeler-Green Electric Co. 


inches from the ground up, but I weigh 

155 lbs. of beef, only, and, when I know 
of anyone that says I am an order taker 
and not a salesman, believe me they have 
got to eat something beside spongecake in 
order to have the wherewithal to defend 
themselves. 

Now, if we were not salesmen, we could 
get along very nicely with a pencil and 
order book, only, instead of having to 
carry a 299-page price book and 99 cata- 
logs, weighing approximately 20 lbs. or 
more. 

Say, there isn’t a week goes by that we 
don’t carry a sample of some new elec- 
trical device which requires a tin-lined 
pocket for fear that it will go through, 
causing the city to sue us for breaking the 
pavement. 

If we were not real salesmen, the con- 
tractor-dealer and industrial plant owners 
would never know of the various new de- 
vices and pieces of apparatus which 
enables them to conduct their business 
up-to-dately and consequently on a more 
profitable basis. 

For instance, we Call on a customer and 
almost invariably, the greeting is—“What’s 
new?” He wants to benefit from the ad- 
vantages of any new idea and pearly 


Ti only five feet, seven and one-half 
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Carry This New Booklet With You 


You can sell C-H Electric Space Heaters in practically every factory or plant 
you call on. They are purchased in lots of tens, hundreds, and even thousands. 





To give you a little idea of the possibilities, look over the list of plants in and near Cleveland 








Northern Ohio Traction, Akrom, ORM... ccccccccccccses 6 Reaves Mfg. Co., Dover, OhiO.....-.--eeeeeeeeeeeeceeeee 6 
Portage Mubber Co, AMER; Olle. oc ccccccccscvcccscseccs Dever Bar Lc nor gy 9 i?" es See Sere e etre rere eraene 10 
i Erie y roducts Co., WE, CR a ech eccccoctceseoseus 
Swinehart Tire & Rubber Co., Akron, Ohio.......-......- Western Auto Mch. Screw Co., Elyria, Ohio.............. 10 
B. F. Goodrich Co., Akron, Ohi0........sscsecesceccecees Perry Trem Co., Brie, ORl0...-....ccccccceccccceges wean 10 
Goodyear Tire & Rubber Co., Akron, Ohio.........++++++ Fostoria Screw Co., Fostoria, Ohio...........ceeeeeeeeees 2 
Millie Hupter Co, AMPOM, OBIS. «cn cccccccevcccccccsecese Mason Tire & Rubber Co., Kent, Ohio.............20000% 10 
Firestone Tire & Rubber Co., Akron, Ohio........,...6+. Lima Locomotive Works, Lima, Ohio............se-eee8: 10 
National Trucking Co., Akron, Ohi0.........+.+ssseesees National Tube Co., Lorain, Ohio........+.+seeeeeeeeeees 100 
Babcock & Wilcox, Barberton, O10... ..ccccccccccccccees Ideal Elect. & Mfg. Co., Mansfield, Ohio................. 6 
B. i. Marble Chair Co., Bedford, Olslo.....cccccccccceces Marion Gteam Ghevel Ca., Marten, O..cccccccccccccccees 14 

hr hg Interstate, Bedford, Ohio OPES PET OOO ee Ore Central Steel Co., Massillon, Ohio 
Dee MEL, “CUED, co cccessccdedcceaveessrere Niles Fibre Brick Co., Niles, Ohio 
vemos & Williams Steel Forge Co., Alliance, Ohio J. W. Possman, Newark, Se eet -- 2 
Alliance Struct. Steel Co., Alliance, Ohio.........-cecees Columbia Sugar Co., Paulding, Ohio..............eeeeeee 5 
Morgan Eng. Co., Alliance, ths neki ed ened ween Ohio Seamless Tube Co., Shelby, Ohio.............eeee0. 4 
Alliance Machine Co., Alliance, Ohi0...........cceceseees 25 Hinde & Dauch Co., Sandusky, Ohio...........eceeeeeees 6 
Ashtabula & Buffalo Dock Co., Ashtabula, Ohio......... 40 Haughton Elevator Co., Toledo, OWi0.........eeeeseeeeee 6 
Pollock-Becker Dock Co., Ashtabula, Ohio............... 12 Toledo Furnace Co., Toledo, Ci Maokauen ¢¢6ec¢0060 0066005 34 
Ashland Iron & Mining Co., Ashland, Ky..............0. 10 Willys-Overland Co., Toledo, Ohi0....... cc cece cccecs 45 
Timken Roller Bearing Co., Canton, Ohio............... $8 Toledo Ship Building Co., 
Berger Mfg. Co., Canton, Ole sic. Css cee baee een 44 Tree, CO caccccecteese 10 
Carnahan Sheet & Tin Plate Co., Canton, Ohio.......... 30 Toledo Scale Co., Toledo, 
Pennsylvania R. R. Plate Co., Canton, TES: omenieceaaeee 3 CHEE ee ccocecccescovesaces 
Canton Geet Steck Co., COMtOn, ORid..... ccccccccodccnces 160 N. Y. C. Ry. Air Line, 
Wasee Seee Co, Cmte GG, ck cceccccbvccecccsscécs 710 WeteGe, GIS wccccescscecss 
Wencee Sermnee Ce, Camtem, GIG. cccccccccccccccvcteses 10 France Quarries Co., 
Sunday Creek Coal Co., Columbus, Ohio..............6.. 55 We SOE pee cecadaaces 
Semrey BEle. OCb., COnmmbUG, OlIO. .cccccccccccccccccesccc 70 American Bridge Co., 
Scioto Valley Traction Co., Columbus, 20 RON COM cc coeseecncen 
Columbus Chemical Co., Columbus, - 10 Trumbull Steel Co., 
American Publishing Co., Columbus, at Loe Wrermem, GRO .ccceccecsecs 
Bonney Floyd Co., Columbus, | SRA eer ree ar 22 Liberty Steel Co., Warren, 
Kilbourne-Jacobs Co., Columbus, Ohio............cceceeee 10 CO ececcescncesnncescoeee 
Casparis Stone Co., Columbus, MOT od din bice.d wate ad waa 5 Ohio Salt Co., 
Marathon Tire & Rubber Co., Cuyahoga Falls, Ohio...... 5 Wadsworth, CE wecewawa 


Easy Selling Merchandise 


The Kind to Handle in These Times 


Because of the many uses of Electric Space Heaters, par- 
ticularly in the cold weather season, they are probably the 
quickest selling merchandise now available and replace some 
of the items on which the selling may have dropped off. 


We are using 23 publications in the business and engineering field 
as well as a schedule in the Saturday Evening Post to assist in giving 
still greater publicity to this well-known product. 


The New 64-page book contains accounts of over 120 proven 
uses. It will help you sell. 


If you haven't a copy send for it at once. 


Mail the Reminder Today 
THE CUTLER-HAMMER MFG. CO. 


Industrial Heating Department 
MILWAUKEE AND NEW YORK 





Branch Offices: Principal Cities 


SPACE HEATERS . 
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always shows his appreciation of the in- 
formation given him by his willingness to 
try a few along with his other require- 
ments. 

I would enjoy taking some of these peo- 
ple, who imagine us to be order-takers, 
out to get business. They can take a 
“Tip” from me and a “trip” with me for 
just one week and they would conclude 
that they required a secretary, a stenog- 
rapher and the patience of Mutt’s “Little 
Jeff” to withstand the ordeal. 

Aside from that, I believe we are all 
very happy. We meet some mighty nice 
people, under very pleasant conditions, and 
are very glad to be of any service to those 
who show any mark of attention. But 
skepticals will have to do a hundred yards 
in 10 seconds flat if they call us order 
takers. 


J. Wells Courtright 


Penn Electric Engineering Co. 


Sa jobber’s salesman I feel it a duty 
A to, as briefly as possible, endeavor to 

eliminate the erroneous idea still exist- 
ing in the minds of a certain few manu- 
facturers that we salesmen, as a Class, are 
order takers. 

Picture, if you will, Mr. Manufacturer, 
a large modern jobbing house taking all 
your so-called order takers from its terri- 
tory. What would result? In these days 
of competition, varied lines of goods and 
advertising, the jobber must, in order to 
procure and hold his share of the business 
available, maintain an efficient corps of 
LIVE WIRE SALESMEN. 

The jobber’s salesman of today must be 
a specialist in his line and ready to give 
service in all that the name implies. Allow 
me to state that it is mv firm conviction 
the only time a SALESMAN will be an 
ORDER-TAKER is when there is but one 
line manufactured, or when conditions are 
abnormal and the questions of delivery 
and supply are involved, as in war times. 
But in normal, every-day business, the job- 
ber’s salesman is what the juice is to the 
motor—without the same—‘*No Go.” 

Salesmen are slowly rising to the level 
to which they belong and are no longer the 
drummers or peddlers as of yore. They 
are beginning to belong to the professional 
class, for theirs is rightly a profession in 
the broadest sense of the word. They 
must develop their territories; cater to the 
whims of their customers; adapt them- 
selves to their customers’ personalities; be 
a merchandiser; obtain and retain their 
customers’ confidence. All this they must 
do and more before they sell their goods. 

Recently I called upon Mr. S., a dealer 
who has sold my lines of appliances. I 
was surprised to find that Mr. B., a com- 
petitor of mine, had called, and, with pure 
salesmanship, had sold Mr. S. electric 
irons, having won my dealer on the merits 
of his goods entirely. I, therefore, devoted 
an hour or so to Mr. S., using all my sales 
ability to finally displace his irons with 
mine and hold my business. It took sales- 
manship on both Mr. B’s part and my 
own. I am merely citing an every-day 
occurrence and wish to ask—“Is__ this 
ORDER TAKING?” 

No, Mr. Manufacturer, you are ALJ, 
WRONG if you consider us as ORDER 
TAKERS. But should you still persist 
in the thought, slip out from behind your 
mahogany desk and hit my territory for 
just ONE WEEK. I fear you would fill 
my shoes as well as I would fill yours, and, 
really, all an ORDER TAKER needs is 
order blanks and a pencil. 


A. H. Lane 


Yr is a fact that many real salesmen are 
I defined as order takers. Personally, I 

claim there are no order takers on the 
road for any period of time nowadays. 

Show me a man who stays with a manu- 
facturer or jobber over six months and I 
will show you a salesman. Why? Simply 
this:—there was a time when the dealer 
would wait for the traveling representa- 
tive, keeping a record of articles wanted, 
and hand him a list of merchandise needed 
when he walked in. So much for an order 
taker. 

Today, it is different. Competition is 
very keen. In my territory there are 25 
different men handling the same line over 
the same territory, and I think I can say 
without contradiction that not one dealer 
in 40 ever “wants” anything. We hear the 
words “Don’t want anything today” so 
much that we can see it on the windows, 
on the walls and everywhere we look and 
we would be disappointed if we did not 
hear it. Exit, Mr. Order Taker. 

Enter Mr. Salesman, who immediately 
hegins to show Mr. Dealer why he is in 
the market. Pretty broad statement you 
say. All right! But, listen, manufactur- 
ers and jobbers are not pensioning men 
and leaving them on the road, where the 
sales manager may call him down and keep 
pepping him up. If he were only an order 
taker—he would be off the pay roll. 

There may be those who take exception 
to this: to such I only want to say, “Try 
it!’ And if you think Mr. Dealer will be 
standing with a want-book full for you, 
you will get the surprise of your life. You 
will find that he has been visited by from 
six to a dozen “salesmen” in the last three 
days. 

Oh, yes, there are order takers on the 
road today, but you never see them over 
once. Why? Because they will not send 
in enough orders to pay their car fare. 


E. O. Holly 


Central Electric Co, 


HE present-day jobber’s salesman is 
T not an order taker but a salesman. 

He is required to be constantly on 
the alert and in touch with any and all 
kinds of jobs that might be under con- 
struction and even anticipated; probably 
laying out the installation or offering sug- 
gestions as to how and what might be best 
for the job. This covers everything from 
wiring to the equipment that might be 
used and winds up completely with the 
lighting. 

Consequently, while the jobber’s sales- 
man is making these suggestions he is 
selling his goods and not taking orders. 

He is expected to know a broader line, 
and yet at times specializes the same as a 
factory man. 

The average jobber’s salesman has a re- 
stricted territory, which is covered by 15 
or more competitors carrying a similar 
line, and he must produce from his terri- 
tory in spite of a lot of keen competition. 

He matches his wits and tactics against 
all this competition, even a factory man of 
his own factory who might be on a par- 
ticular job promoting his goods, which 
might be handled by or through any one 
of a half dozen jobber’s salesmen who are 
present and are trying to sell the goods 
and land the order. 

Therefore, the order isn’t given to the 
jobber’s salesman sitting out in the recep- 
tion room waiting for it, but to the job- 





ber’s salesman who is working inside sell- 
ing the goods. 

And so he works in his restricted terri- 
tory, and because he produces in spite of 
a'l this competition it goes to show that 
he is a salesman and not an order taker. 


B. S. Smith 
Doubleday-Hill Electric Co. 


a salesman, I am giving six reasons 

which I feel might cover the question. 
This is indeed a splendid subject to bring 
up for the betterment of the jobbers and 
their sales force. 

In my opinion the man must possess the 
natural desire for selling and be _ thor- 
oughly familiar with the goods he sells. 
In addition to the man_ possessing a 
natural desire for the selling of merchan- 
dise, he must be properly educated himself 
and by the house he represents; then he 
can succeed provided he has the proper 
ambition. 

A salesman creates and secures business 
in the merchandising field. Order takers 
are Destroyers. 

My six reasons for being a salesman:- 

Pecause I am deeply interested in the 
selling of merchandise. 

Because I thoroughly enjov the contact 
and resistance of my fellow salesman. 

Recause I am sometimes more clever and 
tactful than my competitor. 

Recauce I enjoy the constant study of 
human beings. 

Because I relish creating a sale and 
securing the order. 

Recause of the desire to achieve a higher 
devree of proficiencv through a_ better 
knowledge of the goods I sell. 


G. E. Wharton 


Commercial Electric Supply Co. 


. answer to the question of why I am 


understanding the requirements of 

the general public; also, in assisting 
each individual customer in solving his 
problems electrically or otherwise. 

There are so many ways of doing things 
electrically and so many combinations that 
can be worked electrically that the job- 
ber’s salesman has the advantare of other 
salesmen who handle specialtv lines. 

As an illustration:—Bill Jones in some 
smal]l town wants to control a pump for 
pumping water from some remote location. 
It is now up to the jobber’s salesman to 
enlichten Bill Jones as to how this can be 
done. The jobber’s salesman now jots 
down on his order blank the necessary 
equinment to work the combination. 
After this is done, he then explains to Bill 
Jones how the combination works in all its 
details, and ten to one the jobber’s sales- 
man gets Bill Jones’ name on the dotted 
line. (This is Salesmanship.) 

In short, salesmanship is the art of 
studving your prospective customer and 
solving his requirements for him. There 
are so many people who very seldom leave 
their place of business and this class of 
customer usually’ welcomes the tohber’s 
salesman (of the good-natured tvpe) be- 
cause he (the jobber’s salesmen) has a 
world of news for him (the customer) of 
what his competitors are doing in the 
neiohboring towns, and because he also 
brings news of things being done in the 
hig cities, news of something new, elec- 
trical, or what the trade conditions are in 
general. These things bring about confi- 
dence between the salesman and his cus- 
tomer. (Salesmanship.) 


7. art of salesmanship is a science of 
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Extracts From The Latest 


Underwriters’ 
Laboratories 


Standard 


for 
Ground Clamps 


Design 
“It is considered desirable that 
ground clamps be individually de- 
signed for specified sizes of conduit 
or pipe. 
“Clamps, when in the form of flat 
bands or having clamped surfaces, 
must be of such design as to make 
contact around at least three- 
fourths of the circumference of the 
pipe or conduit with which they 
are intended to be used. 
“Ground clamps must be so de- 
signed as to withstand without 
injury or loosening such stresses 
as are liable to be applied in mak- 
ing en installation, and to make 
effective and permanent electrical 
connection with the pipe or conduit 
to which they are attached.” 


Materials 


“In the construction of ground 
clamps the materials used may be 
copper, cast brass, malleable iron, 
or sheet steel, except that parts to 
which soldered connections are 
made must be of copper or brass. 
“Sheet-metal clamps, if of copper, 
must have a thickness not less 
than No. 16 B & S gauge (0.051 
in.).” 


Fastenings 


“Bolts, nuts, washers and screws 
used for holding clamps together, 
or parts of clamps in_ position, 
must not be smaller than No. 10-52 
screw gauge size, and must be 
adequately protected against corro- 
sion, or be of brass.’’ 
. 
Connection for Ground 
e 
Wire 

“A soldering lug or special con- 
nector to which the ground wire 
is to be soldered or fastened must 
be supplied with, or as a part of 
the ground clamp.” 

° 

Markings 

“Ground clamps must be marked 
with the manufacturer’s name or 
trade mark as a means of identi- 
fication, and with the sizes of con- 
duit or pipe for which they are 
designed.”’ 




















Contractors 


Demamd 





Shawmut Ground Clamps _ because 
they comply in every degree with all 
specifications of the Underwriters’ 
Standard. An individual design for 
each specified size of conduit, made 
of stamped copper, formed to fit the 
pipe tightly, thus insuring maximum 
contact. Easily applied by either 
screw driver or pliers. Look for the 
Shawmut trade mark on every clamp. 


Shawmut Enclosed Fuses 


Shawmut Fuse Wire & Ribbon 


Shawmut Fuse Cutout Bases 


Boston Metal Cable Clips 


The Chase-Shawmut Co. 


Newburyport, Mass. 


DISTRICT REPRESENTATIVES. 
Wm. S. Brown Electric Co., 3 West 29th St., New York, N. Y. 
E. M. Scribner, 549 West Washington Street, Chicago, Hl. 
Engineering Equipment Co., 112 South 16th St., Philadelphia, Pa. 
H. B. Squires Co., 583 Howard St., San Francisco, Calif. 


<< 


H. B. Squires Co., 552 First Ave., South, Seattle, Wash. 


Northern Electric Company 


LIMITED 


Montreal Halifax Ottawa Toronto London Winnipeg 
Regina Calgary Edmonton Vancouver Victoria 
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Our Policy 
Appeals to Jobbers 


When the Cadillac Electric Vacuum Cleaner was 
placed on the market twelve years ago, the policy of 
catering to the Jobber was definitely inaugurated and 
we have lived up do this policy ever since that time. 
We absolutely protect the Jobber through a simple 
plan by which we are able to keep faith and hold his 
confidence. 


We have established and maintain two prices, one to the 
dealer and one to the Jobber. The dealer gets no quantity 
price. He pays the same whether he buys one or five hun- 
dred Cadillac Electric Vacuum Cleaners. 


We are the oldest going concern in the manufacture of 
vacuum cleaners. We have gone through the grief of the 
experimental stage and by taking advantage of the lessons 
learned in the twelve years of manufacturing, we are in a 
position to guarantee the Cadillac as without an equal when 
it comes to mechanical perfection. Furthermore, we are 
supporting our dealers and jobbers with national advertis- 
ing in such publications as Good Housekeeping, Delineator, 
Designer, Hollands, etc. | 


The Cadillac Electric Vacuum Clean- 
er is made in four models retailing 
at $39.50 and upwards. Two of 
these models have a vertical 
motor and two the horizontal. 
This gives the Jobber a 
complete line. The attach- 
ments used on the Cadil- 
lac are the same for all 
models, 

















If you are 
not handling 
Cadillacs at the 
present time, it 
will be to your 
advantage to 
order samples 
of our 1921 Mod- 
els at once. Com- 
pare them and sat- 
isfy yourselves that 
they are what we claim. 
If you wish to connect with 
a manufacturer who has a 
fixed, definite, long estab- 
lished, liberal policy toward 
the Jobber, you will write at once for our 


proposition. 


CLEMENTS MFG. CO. 


601 FULTON ST. 
CHICAGO 


CANADIAN BRANCH, 70 DUCHESS ST., TORONTO 


OPO 
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Are You Prepared 
By C. A. Jaqua 
R. JOBBER’S SALESMAN 
stepped into the office of the 
purchasing agent of a large manufac- 
turer with a hearty “good-morning” 
and the usual introduction and, ever 
alert for the first few words so often 
indicative of the eventual outcome of 
his call was greeted with words from 
the purchasing agent that he was ex- 
actly the man he was looking for, at 
which the stock of Mr. Jobber’s Sales- 
man went up 100 per cent. 

Mr. Purchasing Agent promptly in- 
formed him that the Fire Underwrit- 
ers had just made a complete inspec- 
tion of the plant and demanded a num- 
ber of radical changes in the electrical 
equipment, and that he would like to 
have Mr. Jobber’s Salesman go over 
the plant carefully, after reading the 
underwriter’s requirements, and fur- 
nish a list of the material and equip- 
ment necessary to meet their specifica- 
tions. 

Mr. Jobber’s Salesman was de- 
lighted and proceeded to read slowly 
and carefully the Underwriter’s letter. 
The more he read, however, the less 
he understood; he was growing hot 
under the collar; he found himself 
sparring for a loop hole and no longer 
thinking how he might secure an or- 
der, but how he could pull out of the 
predicament with good grace to him- 
self and to his house. However, there 
was nothing to do but admit his short- 
comings and much to his chagrin he 
informed Mr. Purchasing Agent that 
he could not give him the information 
desired, but he would be very glad to 
have his company’s engineer call in 
the near future and furnish all the 
information asked for. 

Mr. Purchasing Agent, being some- 
what of a technical man himself, his 
knowledge had been acquired during 
his spare moments, was quite sur- 
prised, also disappointed, and dis- 
missed Mr. Jobber’s Salesman with the 
statement, that he would secure a 
complete list of the materia] required 
and call for bids. Bids were finally 
received and a cut price house secured 
the business. 

The average jobber’s salesman to- 
day would have had to meet a similar 
situation in a similar way. If you 
are one of these, you are not render- 
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=PAIST E- 


Wiring Materials 


— Simplicity 


EveR in the production of. 


“Paiste”’ Wiring Materials have 
the designers had in mind the 
inconvenience of a complex 
line. Simplicity has influenced 
their work. They have con- 
centrated toward this end. 


Therefore, the electrical con- 
tractor who wants to avoid 
duplication of stocks and to 
cut down needless stock invest- 
ment looks upon “‘Paiste’’ 
Wiring Devices as the solution 
of his problem. 


THE HART Gc HEGEMANMFGLO 
Hartford, Conn. U.S. A. 
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FARIES’ 
PATENT 
PRODUCTS 


rom Foundry To Shippi 


Is Found In a 


FARIES LINE 




















Goods that possess an artistic appeal, as well az 
being practical and convenient, will promote quick 
sales and satisfied customers. 

The FARIES line of electric portable lamps, adjust- 
able brackets and shades are made correct in every 


and an observance of any particular one of 


these lamps in the course of construction from the 
fourdry to the shipping room, would convince the most 
critical buyer of the excellence of material, finish and 
workmanship used therein, as well as illustrate the 


inspection and electrical test they are given 
being securely packed for shipment. 


FARIES lamps are made in various designs to meet 
every need and are admirably adapted as useful and 
ornamental Holiday gifts. 

Early orders insure early shipments and now is the 
time to look over your stock. 


“It will pay you to investigate.’”’ 
é 
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FARIES’ 
PATENT 
PRODUCTS 




















FARIES MANUFACTURING CO. 


DECATUR, ILL., U.S. A. 


























ing your house the service that it has 
a right to expect and mostly from a 
selfish point of view, you are not serv- 
ing yourself. Your ability to sell 
electrical merchandise and apparatus 
is based not on the general term 
salesmanship, but on personality, the 
knowledge and the understanding of 
the goods you are selling, your confi- 
dence in the product, and the extent 
to which you are able to convince your 
customer—whether he be a retailer or 
that you are render- 





a manufacturer 
ing him a real service and that he is 
under obligation to you. 

In the case referred to, had Mr. 
Jobber’s Salesman gone through the 
factory, spent two or three hours or 
even a half a day, if necessary, listed 
accurately and completely the mate- 
rial required, and had offered same 
with reasonable prices, it would be a 
ten-to-one shot that he would have 
left with the order instead of embar- 
rassment and chagrin. He would 
have then rendered his customer a real] 
service and Mr. Purchasing Agent 
would have felt under obligations to 
Mr. Jobber’s Salesman and in being 
able to create this condition, is just 
the one thing that places Mr. J. S. 
ahead of his competitor and makes his 
services more valuable to his em- 
ployer. 

Mr. J. S., the development of the 
technical side of your business is your 
opportunity today. This is not yet 
thoroughly appreciated and for this 
reason the quicker you act, the more 
valuable your services will be and the 
easier business will come to you. This 
does not mean that to succeed as an 
electrical jobber’s salesman you must 
be an electrical engineer, but it does 
mean that you should know the funda- 
mentals of electricity and the applica- 
tion of ordinary electrical equipment 
and appliances in order that you may 
intelligently and accurately assist 
your customer in solving his problems. 

What percentage of you men who 
are attempting to sell motors today, 
for example, if shown a single-phase 
and a three-phase motor side by side 
could without looking at the name 
plate and with absolute confidence 
point out which was which? How 
often have you been asked a simple 
practical question about some appli- 
ance or fitting you have been selling 
for years and placed in an embarrass- 
ing position by not knowing the an- 
swer, mainly because you are selling 
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Brownie Box Connec- 
tor. For connecting con- 





duit to Brownie Bodies. 

Connector is held into 
box by Locknut and the 
body of Connector has a 
female 
which may be screwed 


thread, into 


any one-half or three- 
quarter inch rigid con- 


duit. 


Brownie no - thread 
box connector. For 
connecting conduit to 
Brownie Bodies. Con- 
nector is held into box 
by Locknut. The no- 
thread patented fea- 
ture eliminates’ the 
necessity of threading 
conduit. Simply cut off 
conduit to the desired 
length, slip it into the 
body of connector, 
tighten the Locknut 
and you have an abso- 
lute hold. 









i) 


An ordinary Aus- 
tin conduit nipple, 
together with a 
regular conduit 
coupling, makes a 
very neat connector 
for coupling con- 
duit to Brownie 
bodies or any out- 
let box 











BODIES 


Brownie Bodies have been used 
for years, by all the leading contrac- 
tors in the country. 


They stand for simplicity in them- 
selves. The combination of three 
pressed steel bodies, three connec- 
tors and a few carefully designed 
covers, make up this complete line 
of Brownie Bodies, which will an- 
swer every conceivable job for ex- 
posed wiring. 


It does not require a big invest- 
ment to carry a complete stock. 


If you are not among the thou- 
sands now using Brownie Bodies, 
try them and we are sure that you 
will agree with us that this line is by 
far superior to anything of its kind 
on the market. 


THE M. B. AUSTIN COMPANY 
700 JACKSON BOUL. CHICAGO 
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ANYLITE 





Chain Pull 
Socket and 
Electric Light 


Dimmer 


No Need of Various Types 
One Type for Every Service 


Real 
Christmas 
Sellers 


Mounted 
on an at- 
tractive 
red, white 
and blue 
display 
card 








Socket 


Extension 


Makes it possible to 
connect the Vacuum 
Cleaner, Toaster, 
Percolator or any 
electrical appli- 
ance without taking 
off the shade, at the 
same time it elimi- 
nates all danger from 


shocks. 


Always Handy 
Always Ready 


Will not wear out, 
and will save _ its 
value many _ times 
over in convenience. 





ANYLITE ELECTRIC CO, 


FORT WAYNE, IND. 











pictures or catalog description and 
have never actually seen the article in 
every day use, more correctly have 
never observed its application? What 
degree of confidence can you expect 
your customer to have in your memor- 
ized sales talk if he has an inkling of 
your shortcomings in this respect. 
You certainly cannot expect to sell 
anything of merit unless you are men- 
tally and practically equipped to in- 
still in your customer your own abso- 
lute confidence in the article or 
articles and are in position to fight 
with him mentally to the last ditch. 
The answer is, know your line in 
the electrical jobbing business. This 
requires a practical technical knowl- 
edge which can be acquired by any 
man interested in his work and willing 
to apply himself. If you are not sold 
on your work to this extent, quit your 
job, you are doing yourself a great in- 
justice to say nothing of your em- 


ployer. 








Here’s the most popular and the most 
versatile little fellow at Nela Park and 
particularly in Camp Nela. If you'll just 
take a glance at the writing on the case 
which spells “Dark,” you'll see why Pete 
Neale of the engineering department, Na- 
tional Lamp Works, Cleveland, O., always 
has a crowd around him. As an engineer 
Pete makes a darn fine bartender. He can 
knock ’em down as well shake ’em, but 
h—l!—it’s only “dark” loganberry and 
“light” ginger ale. 
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Interchangeability 





was introduced to the Electrical Trade in 1896 by Pass 
& Seymour, Inc. 


Pane 
a 
oe 


Pal 


{2 . 


The Highest Standard of Quality in Porcelain and the 
unique Single Center Screw have led the way to Standard 
Wiring Practice through all these years. 


in 


AA 


The wiring terminals are located in the Cap of the Sockets 
and the Base of the Receptacles—this allows the Body to 
be freely interchanged even while the current is “On” with 
absolute safety because of the Single Center Screw feature. 


—— 


Eleven Caps and Seven Bases make over One Hundred 
combinations with Six Standard Bodies. 





; << © 


It is a recognized mark of good judgment to know P&S 
Devices, the Standard of Quality and Interchangeability. 


Pass & SEYMouUR Inc. 


STANDARD 6 ELECTRIC 
WIRING DEVICES 


SaOtvVAY, N.Y. u.S.A. 
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POMEROY’S 


ELECTRIC GASAFIER 


Is what you want to make starting easy 
for your motor on coldest days 
NONE LIXE OURS 





U.S. Pats. Allowed and Applied For in All Countries. 


We do the work where others fail. 


1'Z minutes is ail that is required to 
start any,motor. 





Price $5.00 





B. H. POMEROY ELECTRICAL WORKS 


118 Ridgeway Ave. 
Rochester, N. Ye 
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Bill Talks Prices 


(Continued from page 59) 


now, you're going to throw a lot of 
good men out of a job, you're going 
to make women and children go hungry 
and you're going to ruin a lot of busi- 
ness men.” 

“T can’t see that,” objected Metz. 

“It’s this way,’ explained Bill. 
“What makes people buy? There’s 
something that they want and they’ve 
got the money to pay for it. What 
makes them want it? About nine times 
out of ten it’s because the man whose 
got it for sale has told them sc many 
good things about it. What makes 
business good? People buying the 
things that they want. What makes 
wages high? Lots of orders in the fac- 
tories. What makes people able to 
buy more? High wages. 

“Can’t you see that if we can keep 
people spending money they’ll be able 
to earn more money and keep right 
on spending more money? Can’t you 
see how important it is that we all do 
everything we can to get people to buy 
goods?” 

“May be so,” admitted Metz, “but 
I can’t see any women or children 
starving.” 

“T’ll show you,” went on Bill. “Sup- 
pose you and everybody else lays down 
and doesn’t try to sell any more than 
people call for. What happens? Peo- 
ple keep buying less and less. Sooner 
or later there are not orders enough 
to keep the factories busy and they 
have to shut down. That will mean 
that a lot of people will not have money 
enough soon to buy food to say nothing 
about other things. Instead of selling 
a lot of goods we'll have to establish 
soup kitchens. 

“T was talking to an old fellow the 
other day who remembers the condi- 
tions right after the Civil War. He 
says that two years after the war men 
who a little while before had been 
earning lots of money were begging 
on the street. That hasn’t happened 
this time because we’ve been selling 
goods. If we don’t keep right on sell- 
ing them though it will happen. 

“In this thing you dealers are what 
the infantry is in battle. You're right 
up on the front lines. You fellows have 
got to keep right on fighting and try- 
ing to make the people buy or they 
won't buy and if they don’t buy it 
won’t be very long before they won't 
be able to buy. You know that in a 
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Your Contractor-Dealer 


Saving Will Interest 





He can carry practically one-third the number 
of shades in stock by merely carrying an extra 
supply of holders—thus obtaining quicker 
turn-over, less stock on hand, and less money 
tied up. 


The answer is ABolites. They are inter- 
changeable—four types of Reflector Shades— 
three types of Holder Sockets, making twelve 
combinations. And each of the four types of 
Reflector Shades can be furnished in three 
types of one-piece neck construction—twelve 
more combinations. 


+ 



























































Here’s the Story In a Nutshell 


Holder Socket Reflector Shades Holder Sockets 


Interchangeable with Each 
AB Reflector Shade 


Furnished in one-piece (neck) 


1. RLM Standard ABolite. construction with any reflector 
1. AB Holder Socket. 2. Shallow Dome ABolite. I. = : a Socket—spot 
2. Luminous Holder Socket. 3. Deep Bowl ABolite. 2 sa re Teen Beck. 
3, Shade Holder, 4. Angle Bow! ABolite. 3. Drawn One-Piece Neck. 


For industrial plants, sign illumination, show windows, roadways, sidewalks, yard- 


ways, garages, etc. 


By handling ABolites the dealer offers his trade the widest selection of reflectors 
and holders on the market, an indication of progressiveness that brings business, 


Let us send you details. 





not only in ABolites but in other products handled. 


ADAMS-BAGNALL ELECTRIC COMPANY 
CLEVELAND 
Distributors in all principal cities 


Small Motors—Gyrofans 


Mn hh F weer ral ; 
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If You’d Just Try This Out— 
YOU’D BE SURPRISED! 





‘‘Thordarson’”’ Wireless Apparatus 
offers to the Jobber 


An additional line for 
Profit—Sales—Quality 
backed by our 
Reputation — Broad Line — Co-operation 
Let our newly organized sales 
department show you how to cash 
in on next year’s anticipated sales 
of $25,000,000 from 1,000,000 radio 

enthusiasts. 


Do not miss the “Radio Opportunity” 








Our Sales Plan is Yours for the Asking 
AT LEAST—Send For Our Literature. 








—Yours for profit 


Thordarson Electric Mfg. Co. 


501 S. Jefferson St., Chicago 








good many lines shops and factories 
have already shut down for a few days 
or a few months. We'll all back you 
up with the heavy artillery. You'll 
notice that the manufacturers and 
jobbers haven’t stopped advertising 
and trying to sell goods, but we’ve 
got to have your help. What good 
would the artillery be if the infantry 
all laid down and did nothing?” 

“Well,” agreed Metz, “ I guess per- 
haps you're right. Anyhow you've 
always used me white and I’m not go- 
ing to hold this bawling out against 
you. There are a few things I really 
ought to have and I'll give you an 
order for them.” 

Bill booked that order and then told 
Metz about a good window-display 
idea that he’d seen that had sold a lot 
of goods. Metz was very much inter- 
ested in it and as Bill was going to 
stay in town overnight he promised 
Metz that if he’d get the show cards 
ready, he’d come back that evening 
and help him put the display in the 
window. You see Bill sometimes does 
a good deal of preaching but he prac- 
tices what he preaches. I guess that’s 
the reason why all his customers will 
stand for his preaching. 











When Greek meets Greek, they usually 
open a restaurant, but when Henry Poll 
(left), president of the H. Poll Electric 
Co., Toledo, O., greeted Ed. Hansman, 
city salesman for the Domestic Electrical 
Supply Co., New York City, on his arrival 
at the Pennsylvania station on Saturdar, 
Oct. 23, it just meant a good chat over 
old times. Mr. Poll—and not forgetting 
Mrs. Poll—were on a little pleasure trip to 
visit Cleveland, Albany, New York City 
and Pittsburgh. 
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Electric WashingMachine 











Made in both single-tub 


and double-tub models. 


| —a member of the *‘A-B-C 
, Electric Laundress’’ family 
for more than ten years. 















t; Ay fey) | may surprise many readers to know that our 
@| output of A-B-C **Alco’’ Dolly-type washers ex- 
<4 ceeds that of all but possibly one or two makers of 
| Dolly-type washers exclusively. A fitting running 
mate to the A-B-C Super Electric, its popularity has 
kept pace with the remarkable growth of this institution. 


Se, 




















Peoria, Illinois 


Gentlemen: 







Name..... 





Address 








Altorfer Bros. Company 
We are interested in knowing more about 


the A-B-C Line of Electric Washers. Send full agency 
particulars, catalog, price lists, etc. The A-B-C Super ene, 


The ‘‘Alco’’ is the outstanding washer of its field. All 
mechanism is underneath the tub, entirely out of range 
of the clothes or person of the operator....a safety feature 
that has an instant appeal to women. The tub is made in 
our own factories of 14-inch staves, larger and more mas- 
sive than most other makes. The frame is extra heavy and 
rigid. The dolly drives from underneath, eliminating 
several unnecessary moving parts and a@// lost motion. 
All gears are machine cut; the wringer locks in any 
position; the motor is 4-horse power. And J/astly, it 
is the most quiet-running dolly-type washer ever produced. 


There isa place for the Dolly-type washer in every dealer's store. Its lower 
price appeals to thousands of families who feel it incumbent upon them 
to exercise the strictest economy in the purchase of an electric washer. 


The A-B-C “‘Alco,”’ listing at $110 (double-tub $140) 
opens a wider field to the electrical appliance dealer 


Altorfter Bros. Company 


PEORIA-ILLINOIS 


NEW YORK—SAN FRANCISCO 





Cut along this line and mail to us TODAY 


Date 








Check whether 


interested in: 


(cylinder-oscillating type) 
The A-B-C ‘‘Alco’’ 
Electric (Dolly-type) 


Both = 
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CHANGING GLARE TO STARE 


(Continued from page 13) 


and the electrics are snapped on, 
presto! the well lighted window has 
it on the poorly lighted one like a tent. 
The passerby sure passes by the dim 
window. He doesn’t even hesitate. 
His eye is already riveted on the 
bright window beyond! 

* * # 

Of all lighting fields, window light- 
ing is perhaps the easiest sales oppor- 
tunity. There is less sales resistance 
because window lighting is so closely 
connected to the merchant’s profit. Be- 
cause his window display brings in so 
large a proportion of his trade, any 
merchant will readily spend money t« 
increase it’s pulling power. 

And that’s the place to land with 
both feet when you are selling window 
lighting. Don’t talk about cutting down 
light bills or wiring economy or the 
high efficiency of your lamps or reflec- 
tors. Sell the idea that you can make 
the window bring in more trade—make 
it pay a bigger profit. Show the mer- 
chant that illumination is important 
because it brings money into his store. 
No merchant can remain indifferent to 
such a line of thought. Your only diffi- 
culty is to convince him that you can 
deliver the goods. And that brings us 
to the next point: Can you deliver 
the goods? Can you improve the mer- 
chant’s present window illumination? 
If you can, you will be able to con- 
vince the merchant in short order of 
your ability. If you can’t you're all 
through. Wherefore it’s a wise policy 
to pick your prospects. Choose first 
the stores that have absolutely poor 
window illumination. To find this out 
you've got to do some sleuthing at 
night. You can’t judge by day time 
appearances. Look ’em over after dark 
and make notes. 

When you go to call on a merchant 
with the idea of selling him better 
window lighting, you want to have 
your mind made up beforehand just 
about what changes in his present 
window illumination you intend to ad- 
vise. Then, when he reaches the point 
in the conversation where he says, 
“All right, I reckon you're right on 
your idea that lighting has something 
to do with making a window display 
pay; now what changes do you want to 
make?’’—why you're all set! He’s 
your apple from there on. 





Usually the jobber’s salesman has 
comparatively little time for direct 
sales of store window illumination to 
merchants. His job is primarily to 
move his goods through his dealers and 
if he can get ten or a dozen contrac- 
tor-dealers hot after store window 
lighting, he will accomplish much more 
than if he worked tooth and nail call- 
ing on merchants himself. But, in 
order to steer the contractor-dealer in 
the right selling channel, you've got 
to go through the mill yourself. Study 
the subject and make a few direct sales 
of window illumination yourself, then 


found from experience to be best 
and, finally, that he knows good from 
bad in window lighting and how to 
turn the bad into good. 

Just as it would be poor salesman- 
ship for you to go out to sell this 
proposition without a list of prospects 
in your fist and without a clear-cut 
idea of what you could do for each one, 
it’s equally bad policy for the contrac- 
tor-dealer to start out without being 
thus armed. 

For the dealer, a simplified selling 
proposition is the best bet; one type 
of unit which he can make up into a 





“Took “Em Over Arter Dark ann MAKE Notes.” 


you'll be in shape to convince your 
dealers that “it can be did” and to 
show them how. 

The contractor-dealer has a harder 
job than yours. He has to be a prac- 
tical electrician, a store-keeper and a 
salesman all rolled into one, while you 
have to be only a salesman, and it 
makes no never-mind whether you can 
wield a pair of pliers or not. Under 
the circumstances, it is not surprising 
if you are a better salesman than the 
contractor. And the duty is yours of 
aiding the contractor-dealer all you can 
on the selling end. If you can show 
him that there’s a profit in window 
lighting, which there sure is, and that 
it’s not difficult to sell, you've made a 
convert, because his eyes are wide open 
to any good profit maker. 

The hard thing is not so much en- 
thusing the dealer to take a fling at the 
window lighting game, as it is to make 
sure at the start that he is going to 
get away with it—that he is primed 
to sell it in the way which you have 





demonstration set, for example, a 150- 
watt daylight lamp with suitable win- 
dow reflector. 


Pointers on the Installation 


Reduced to the simplest terms a 
good window lighting installation 
ought to have the following general 
ear marks :-— 


1. Enough light 

2. Well distributed light 

3. Absence of unpleasant glare 
t. Concealment of lighting units 
5. Proper color effects. 


By enough light is meant proper il- 
lumination intensity on the display 
area. Few modern windows require 
less than ten foot-candles. Stores in 
down-town districts as a rule require 
higher intensities than stores in out- 
lying districts in order to measure up 
to the lighting standards of surround- 
ing stores. The kind of store and the 
nature of the merchandise displayed 
are also factors in determining how 
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Country wide 
ervice— 


maintained for the convenience of its customers by the-—~ 


Maritime Bldg. 

























PORTLAND O BOSTON 
4124 Stark St. 138 Purchase St 
1 NEW YORK 
142-Sixth Ave. 
CHICAG 
% 157 W.Lake St. 
SALT LAKE CITY 
SAN F me 147 Regent St. ST. LOUI 
155 New Montgomery St. 10035 Pine St: 






CONTARIO 
LOS ANGELES. O ATLANTA 
505 Equitable Bldg. 24Peachtree Arcade 


| aaa , NS A . 
| Edison Electric¢ Appliance Company inc. 


Each of our eleven Service Stations are equipped with 
complete display, repair and shipping departments and 
are In a position to give prompt and complete service 


on any of our products. 


Salesmen for electrical and hardware jobbing houses, when_ 
in any of these cities, are cordially invited to visit us. 


EDISON ELECTRIC APPLIANCE CO. 
5660 WEST TAYLOR STREET 
CHICAGO 
ONTARIO, CALIFORNIA 





NEW YORK ATLANTA 
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much illumination to supply. Table 
showing the proper window illumina- 
tion intensities for various classes of 
stores and merchandise may be ob- 
tained from the manufacturers of store 
window lighting equipment. 

Well distributed light results from 
the use of a sufficient number of lamps 
with suitable reflectors, properly lo- 
cated and spaced. Information on this 
subject is also available from window 
lighting equipment manufacturers. 

Absence of unplessant glare is 
primarily a matter of hiding the lamp 
filaments and bright reflector surfaces 
from the street view. Secondarily it 
is a matter of placing the units so as 
to avoid reflected glare from smooth or 


1¥) 





TACKLING 
THE JoB 
RIGHT 














commercial 


practical, 


proposition 
ready for the lighting industry to carry 
to merchants. 

Whenever you get one of your deal- 
ers sufficiently aroused to make a 
sincere selling effort on improved il- 
lumination for show windows, there’s 
get 


busy with his own windows. Like 


no better start than for him to 


charity, this is a thing that should be- 
gin right at home. Let him experiment 
with his own display window—when 
he has reached the point where he is 
able to do a bang-up job of lighting 
his own store windows, he’s then in a 
position to go after his neighboring 
merchants. Besides, there is the mental 
reaction. If he doesn’t believe suff- 


Suake Wertz, App A Dasu or Pep, AND You Have a Mixture wirn a Kick EnNovUGH 
To Loosen Most Any Mercuant From His DOo.tars. 


shining objects on display and from 
the glass window surfaces. 

Concealment of lighting units is ad- 
visable because the merchant wants to 
rivet attention on the goods displayed 
and not on the lighting units. In other 
words, he is not trying to “sell” the 
lighting units. The window valance 
or decorative cloth doo-dad which is 
quite a common feature at the top of 
many windows is very handy as a 
means of hiding the lamps and reflec- 
tors. 

Proper color effects means the ton- 
ing of the color of illumination to har- 
monize with the goods displayed; do- 
ing with window lighting what has 
regularly been done with stage light- 
ing for years. It’s a big, new subject 
on which we all have much to learn. 

Window lighting with day-light 
lamps is still comparatively new and 
for the merchant who is not ready to 
try color effects it is the one best arti- 
ficial lighting solution. 

For the progressive merchant there 
is something brand new, a_ simple 
scheme of color screens, easily fitted 
to his window lighting units, whereby 
he may obtain almost any color effect 
desired. This is the latest step in the 
art of window lighting and is today a 





ciently in the effectiveness of good 
window illumination to be willing to 
spend time and money in his own store, 
he is certainly going to find hard 
sledding in convincing other merchants 
of its value. 

The re-lighting of store windows is 
profitable but at the same time each 
window taken individually is by no 
means going to call for car-load lots 
of lighting equipment, but as an open- 
ing wedge for getting into the mer- 
chant’s good graces; puting yourself 
in line for cinching the re-lighting 
of his store or obtaining his yearly 
contract for lamps, store window light- 





ing stands in a class by itself—a busi- 
ness magnet chuck full of pull; a 
regular Billy Sunday for snaking in 
the sinners. 
An Ounce of Horse Sense Worth 
a Pound in Rules 

All of the points regarding the sales 
and installation of good light for dis- 
play windows when boiled down is 
just ordinary horse sense. If you or 
your dealer will just analyze what you 
are trying to sell and what the light- 
ing installation should accomplish for 
the merchant who pays his good money 
for it, you can't go far wrong. It 
doesn’t take much book learning to 


know all there is to know about light- 
ing a window properly. A few grains 
of this combined with good up-to-date 
window lighting equipment will enable 
any contractor-dealer to honestly im 
prove the lighting in any poorly lighted 
store window. The selling end is com- 
posed one part of tackling the job 
right, two parts of common sense and 
ten parts of sincere enthusiasm. Shake 
well, add a dash of pep and you have 
a mixture with a kick enough to loosen 
most any merchant from his dollars. 
It’s fair enough too, because for every 
dollar he spends on better light in his 
window, he'll get back a whole flock 
of new dollars in added profits. 


Drop Your Quarter Here 

Several years ago when the moving 
picture shows were just getting 
started, some of them had a hard time 
making expenses. One of these in a 
small town in Iowa got behind with its 
payments to the municipally-owned 
electric light plant. Accordingly its 
service was disconnected by the super- 
intendent of the plant. 

The proprietor then appealed to the 
town council for re-connection, stating 
that without it he would have to quit 
business. The matter was argued pro 
and con, so at the suggestion of the 
superintendent, and upon the proprie- 
tor’s promise to pay the back bills, it 
was arranged to have a prepayment 
wattmeter installed. 

This was done, and some months 
later the proprietor found the superin- 
tendent apparently taking out the 
meter. He became somewhat excited 
and demanded to know why his serv- 
ice was being disconnected, since he 
was just getting on his feet and would 
pay the old account in another month. 

The superintendent then informed 
him that he didn’t owe the old ac- 
count. This was most agreeable news 
to the proprietor and he wanted to 
know who had paid it. The superin- 
tendent explained that he (the pro- 
prietor) himself had paid it, as the 
meter had been set at a 1214-cent rate 
instead of 10-cent, which was the 
dropped in the slot paid for 20 cents 
worth of current and 5 cents on the 
old account, and as said old account 
was now paid in full he (the super- 
intendent) was merely re-adjusting 
the meter to the 10-cent rate. 
10c rate. 

H. H. Morehouse. 
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Electrical Merchandising 
— Sanaa Record 
Ave helping’ you to sell 


ESROBERT LAMPS 


‘pep ’’ into ESROBERT Sales. 
The leading trade papers are telling the dealers to stock 
them. The dealers know they are good lamps. They 
know ESROBERT Lamps will sell. The Christmas 


trade will demand a large number of them. Advise 





Advertising has put 






your customers to stock them now. 






ESROBERT Lamps come packed in separate cartons. 
Each one makes an attractive package with a picture of 
the lamp and serial number plainly shown on the out- 
side label. 


| customers select the model they wish from a set of 


No additional wrapping is necessary. The 






samples. 





The complete ESROBERT Line includes a lamp for 


Some models are 























every need in the office and home. 
finished in plain bushed brass, others in fancy mottled 


green and various other color schemes. 


Our new booklet completely 
describes and pictures our 
entire line. Send for a copy 


and ask how our national 
advertising will help you 
make greater profits. 


TRADE MARK 


ADJUSTABLE 
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Rare the trots 




































































ia 


| S Robert Schwlartz cs Bro. 


ELECTRICAL SPECIALTIES 
729-731 Broadway New York City 




















































“Hello Guy, old boy, how’s things on 
| Broadway”? inquires W. G. McKitterick, 


| sales manager, National Lamp Works, 

when he met Guy Norton, general sales 

manager of the Duplex Lighting Works, 
jat a convention of jobbers’ salesmen at 
| Camp Nela last September. “There are a 
| good many bright C-4’s on the old street 
all right, Mac,” says Guy, “but, when I 
| left the other day, it lost its most shining 

light.” You tell ’em, reflector, you’ve seen 
| the light! 








W. E. Co. Holds Charivari_ 
“Eat and be merry for tomorrow 
” seemed to be the watch- 
word at the banquet and general 
| jubilee given by the Minneapolis 
| branch of the Western Electric Co. at 
‘the Leamington hotel, that city, on 
| Friday evening, Sept. 3. The bill of 
| fare was typed on a regular Western 
| Electric shipping and charge ticket 
i'and was made to “A Good Fellow.” 
|Where the customer’s order number 
| belonged was transcribed “We have 
\it.” In the space designating the 
| manner of shipment, was written “Via 
| Alimentary Canal’; under the amount 
of invoice “You Should Worry” ; price, 
At each place on the 
each con- 
popular 


you may die 


“Enough,” ete. 
table were five envelopes, 
taining a parody on 
song. Between gulps the envelopes 
were opened and the singing led by 
|Martin Buehler, manager. 
| After dinner, Mr. Buehler gave a 30- 
minute talk on the history of the com- 
‘pany. As the girls were in attendance 
also and there being a jazzy orchestra 
present, the balance of the evening 
was devoted to fox-trotting. 


some 


sales 
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You Tell Him! 








ERY likely it is. But you want to be 

sure. Whenever there’s a question up 
about something electrical and you want 
good judgment to add to your own, ask 
your Electrical Supply Jobber. 


The Electrical Supply Jobber knows. 
It's his job to know goods and to know 
people. He tests and tries. He knows 
the history of the goods and what is 
back of them. He knows how goods 
tie up with the job in hand. When in 
doubt ask him. 


| Electrical Su 
| Jobbers aoc 


#11 SOUTH CLINTON ST. 
CHICAGO 














Here is another of the series of full page advertisements 
appearing in current issues of weekly and monthly elec- 
trical journals. 


Your customer, Mr. Jobber’s Salesman, will be asking 
you that question: ‘Is This What I Want ?” 


You can tell him—You know what is good and right for 
the trade. The more you know the bigger the place you 
make for yourself with your customers. Help yourself 
by helping them. 


Electrical Supply Jobbers Association 


411 South Clinton Street 
CHICAGO 
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An Old Friend 


—at a new job 


Inside the scarred 
folds of Old Pal 
Folio you carry the 
“dope” on which you 
pin your claims and 
hopes. Let chief 
electrician, purchas- 
ing agent, or 


eling Bag’s handle— 
and attach thereto a 
Sherman Fixture 
Connector — just as 
it is screwed to wires 
in practical use. It 
breaks the ice. 

At a_ glance 

the dealer sees 





contractor- 
dealer be- 
ware when 


For Connecting 


Small Wires 


the three big 
Sherman §fea- 
tures — all 


you open it ——— brass; no 
up—and pre- wrong place 
pare to “sign for the wires to 
on the dotted Patented go tn; the 





screws cant 








line” for or- 
ders. 


But right there the 
Sherman Fixture 
Connector gets the 
jump on other items. 
Live salesmen are 
twisting a piece of 
fine wire about Old 
Pal Folio’s or Trav- 


come out. 

The Sherman 
is the first order you 
write; it has sold itself 
and led the way to the 
other, bigger items. And 
it’s an order worth writ- 
ing with a nice profit. 
Drop us a line—we’'ll 
send sample screwed on 
wire. 


H, B. SHERMAN MFG. CO., Battle Creek, Mich. 


SHERMAN 








Fixture |S 








Connector 


“The Screws Can’t Come Out’ 




















N. G. Harvey 
(Continued from page 21) 

in 1908 he became a full partner in 

the company with the title of vice- 

president and general manager. 

In the interim Mr. Harvey made 
numerous good friends among the 
contractors and central station men 
(there being no dealers) and many 
of them still patronize the Illinois 
Electric Co. On an afternoon it is 
not an unusual sight to see him chat- 
ting with some old crony of 20 years 
ago over the old days when there 
were 179 styles of lamp bases. 

One happy faculty that Mr. Harvey 
is endowed with is the ability to re- 
tain his employes. Some of his sales- 
men have been with him for 20 years 
having come up through the positions 
of stock clerk, story boy, etc. The 
commendable part of it is that every 
one of them swears by Nate Harvey 
and all hold the wholesome respect for 
their “boss” that always is bound to 
make any organization or man _ suc- 
cessful. 

It has been said many a time by 
numerous people that there is a no 
better place to train as a jobber’s 
salesman than under Nate Harvey. 
The Illinois Electric Co., has always 
been regarded as a most excellent 
school in electrical merchandising 
principles and the rapid growth of 
the company is due to its corps 
of exceedingly capable salesmen built 
up under an extraordinary leader. 

Mr. Harvey has turned out of his 
“school” such competent men as C. J. 
Litscher, president of the C. J. 
Litscher Co., of Grand Rapids, Mich; 
F. H. Schumaker, general manager of 
the South Bend (Ind.) Electric Co.; 
H. A. Robertson, general manager of 
the Varney Electrical Supply Co., In- 
dianapolis, and Evansville, Ind., and 
E. Quarfot, now head of an electrical 
specialty jobbing house, bearing his 
name, in Milwaukee. These men, all 
well known in the Middlewest, are 
now, largely through the training re- 
ceived under Mr. Harvey, building up 
formidable organizations which are 
indeed fortunate to contain talent 
trained under this master instructor 
in electrical merchandising methods. 

Even the lowly associate editor of 
Tue Jopper’s SALESMAN, the “strug- 
gling author” of this article, is one of 
his latest products. So it has been 
(excluding the latter person) that 
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DOUBLE 
SERVICE 





A NEW ELECTRICAL MINT 


Hemco Twin-Light Plugs 


Make It Coin Money for You 













DOUBLE 
PROFITS 
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HE jobber’s salesman 
may be no relation to 
Santa Claus, but he has 
the same kind of a job. 
You as a jobber’s sales- 
man and a modern Saint Nick should 
do a COMPLETE job of distributing 
electrical gifts. 


Here’s the how:—Tell your dealers 
that when they “fill their customers’ 
stockings” with electrical socket de- 
vices, a HEMCO TWIN-LITE PLUG 
should ALWAYS be included with each appliance. 


A socket is one thing that can’t charge for over- 
time, buta HEMCO TWIN-LITE PLUG can make 
it do twice the work. A HEMCO TWIN-LITE 
PLUG is an absolutely necessary accessory to every 
heating or labor saving device. It’s added Christ- S 
mas business and profit without much additional X 
sales effort. ) 

—And, while you’re at it, keep in mind the extensive 
: direct advertising campaign on Hemco Twin-Lite Plugs, in 
i] the form of a series of folders, mailed periodically, that ts 
1 being conducted among your dealers in your behalf. Get 
a copy of each folder and talk over the sales possibilities 
set forth in them with your dealers. But first—send us a 
mailing list of your dealers so that we can work with you. 
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George Richards & Company 


557 West Monroe Street, Chicago 


GEO. RICHARDS & CO., New England Agents: Pacific Coast Agents: 
344 East Fortieth St., PETTINGELL-ANDREWS CO., GEO. A. GRAY CO., 
New York, N. Y. Boston, Mass. 589 Mission St., 


San Francisco, Calif. 
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ton of OAKITE. 


er for these machines. 


OAKITE 


even under 


profit on that item. 


dishwashers. 

A number of manufac- 
turers of these machines 
are today urging their 
dealers to stipulate OAK- 
, ITE as the only suitable 
cleanser to use with their 
washers. Other manufac- 
turers are shipping a pack- 
age of OAKITE with each 
washer to make sure that 
the woman who buys it 
will not use some unsuit- 
able soap and then con- 
demn the machine for 
being a failure. 


Do you think the man- 


“OAKIT 
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Sell Oakite and Oakite 
Will Help You Sell 


Any jobbers’ salesman who sends us his business 
card will receive, without expense, a 6-package car- 


Have your wife or mother test OAKITE according 
to directions in her washing’ machine or dishwasher. 
Convince yourself that OAKITE is the one best clean- 


You will then appreciate the advantages of boost- 
ing our product, simply to facilitate your sales of 
washing and dishwashing machines. 


insures the success of electric washers 
adverse conditions, it reduces the num- 
ber of complaints and come-backs and re-demonstra- 
tions, it cuts down the dealer’s cost of servicing. 
Jobbers obviously are not interested in handling a 
cleaning compound simply for the comparatively small 
But we venture to assert that you 
are interested in anything that will promote the sale 
yj of two such big-profit-payers as washing machines and 


OAKITE will do this. 


ufacturers are doing this 
for fun? 

No! 

OAKITE to them is 
simply satisfaction-in- 
surance. It*is the same 
to the jobber. Your in- 
terest in this matter is 
identical with the manu- 
facturers’. You should 
push OAKITE as a help 
to your washing machine 
and dishwasher sales, just 
as the manufacturers do. 

Write for a sample. 
Let OAKITE sell itself 
to you. Then boost it. 


OAKLEY CHEMICAL COMPANY 
22 THAMES STREET 
NEW YORK 
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anyone having trained and worked 
under Nate Harvey is considered as 
having had exceptional and thorough 
“bringing up” in electrical merchan- 
dising tactics. 

“The whole secret of the success of 
my concern and the salesmen under 
me,” Mr. Harvey has said, “lies in 
the fact that, when I hire a salesman 
and send him out on the road or in the 
city to sell, he is thrown on his own 
responsibility and initiative. In other 
words, he is regarded as a man; he 
has to think, act and conduct himself 
accordingly. If he has the ability to 
use his head in a pinch and take care 
of his territory himself, he stays and 
advances with the firm, otherwise he’s 


| out. 


“In the final analysis my salesmen 
are nothing less than sub-sales man- 
agers, each having complete jurisdic- 


tion over his own territory. Contrary 


to the ideas of some sales managers, 
I do not require my salesmen to make 
reports. All I require is that they 
keep me informed as to what is go- 
ing on in their section of our territory. 
It is taken for granted, when they 
are hired, that they are honest, are 
men and fully capable of coping with 
whatever situation may arise. This 
does not mean, however, that I never 
offer advice or assistance, but what- 


| ever their plan of action may be, it is 





their own with my advice thrown in 
whenever it is needed and I am able 
to give it.” 

The type of men that Mr. Harvey 
has under him, and the “graduates” 
mentioned before, are all the proof one 
needs to be convinced that Mr. 
Harvey's plan of conducting his sales 
force is fundamentally sound and cor- 
rect though this does not mean that 
others are wrong. 

When once asked how he hired his 
salesmen, what kind of men he chose 
and what traits they must have, Mr. 
Harvey did not seem to be able to 
explain. He is one of those men that 
have an inherent ability to do things 
and know why they do it but cannot 
explain the why. His answer was 
that like everybody else he just forms 
a mental opinion of the applicant as 
he faces him. In other words he is 
an executive gifted with the ability to 
read a man and his character. 


Another case of how Mr. Harvey 
trains his men by throwing them on 


| their own responsibility is shown in 
_ the answer he gives when a salesman 
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1. The Apex exclusive 
inclined nozzle. 


2. The Apex exclusive 
divided nozzle. 


These are the two 
features that made the 
Apex Cleaner famous. 
Women have learned 
to know them and to 
ask about them,—and 
they are more and 
more demanding 
them. These features 
are exclusive. No 
other cleaner can 
clean under things 
like the Apex—none 
other has the divided 
nozzle that insures 
even suction all the 
way across. 
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EVERAL years ago a wholesale distributor was 
looking for an electric washer that would meas- 
ure up to his requirements of performance and 
durability. Although the Rotapex was new then, he 
took on the agency without the slightest hesitation. 


“T know all about the Apex Cleaner,” he explained, 
“and, iust naturally, your Rotapex Washer must be all 
right.” 


He has since sold many carloads of Rotapex Wash- 
ers, and they have proved to be “all right” beyond 
his greatest expectations. And Rotapex dealers from 
Maine to California testify that the Rotapex is es- 
tablishing a new record for trouble-free service. 


Every woman who owns an Apex Cleaner, likewise 
accepts the Rotapex Washer on the basis of satisfac- 
tory Apex Cleaner performance. She believes that 
the Apex is the best cleaner made and it “just natur- 
ally” follows that the company that makes such a 
good cleaner will make an equally good washer. 

National advertising has created Apex Cleaner good will of 
tremendous value. Now the combining of the Rotapex 
Washer with the Apex Cleaner in National advertising assures 
both a ready acceptance. 

Dealers everywhere are building a substantial, profitable 
business on the Apex Cleaner and the Rotapex Washer. Full 
details gladly furnished on request. 


The Apex Electrical Distributing Company, 


1067 East 152nd Street, 
Cleveland, Ohio 


Canadian Factory 
Apex Electrical Manufacturing Company, Limited, 
102-104 Atlantic Ave., 
Toronto, Ont 

















RSTAPEX 


F)) ELECTRIC CLOTHES WASHER 








Sturdy Power Unit. 


efficient as its 


ample; transmission is _ efficient. 
clutch, universal joints, 
in oil, fully enclosed. 


tion for ready 


A washer is only as 


power unit. Rotapex power is 


interchangeahilitv 














Friction 
bronze gears running 
*“Unitized’” construc- 








Left Hand Centrol. All control levers are 
on the left hand side, leaving the right-han 
This feature makes for con- 
venience, safety and ease of handling for the 


always free. 


operator. 


starts motor,—a downward press stops it 


,] 


Downward press of the ratchet 

















Five Position 
erates in five 


Wringer. Power wringer op- 


positions,—locking securely ir 


each. Extremely rigid construction; 11% 
inch rolls, guaranteed for three years 
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Your Prospective 
Customers Know That— 





































—will successfully meet their individual insurance 


requirements because— 


National Renewable Fuses 
are approved by: 


Associated Factory Mutual Fire Insurance Companies 
Hydro Electric Power Commission of Ontario, Canada 
Millers’ Mutual Fire Insurance Companies 

Western Factory Insurance Association 

Underwriters’ Laboratories, Inc. 

Mutual Fire Prevention Bureau 

Factory Insurance Association 


Remember These Features: 


Simple in construction—they have fewer parts than the 
ordinary fuse. 


Economical — powder-packed renewable cartridge 
smothers and confines the fierce heat of the arc when 
the fuse blows, preventing the holder from charring and 
burning, thus prolonging the life of the fibre holder. 


Absolutely safe—the element is sealed in powder- 
packed cartridge, eliminating any possibility of overload- 
ing the fuse, of flames bursting from the fuse and in- 
juring property, etc. 


Rating always in plain view when fuse is installed— 
exact rating is stamped on the metal tell-tale indicator. 


There are other distinctive and patented features to 
the National Renewable Fuse—let us explain them in 
detail. 
Our co-operative advertising and selling plan helps to make the Na- 
tional the easiest renewable fuse on the market to sell. Write for com- 
plete information and prices today. 


Federal Electric Company 


National Renewable Fuse Division 


8700 South State Street, Chicago, IIl. 


627-649 West 43rd Street 
NEW YORK, N. Y. 


91 New Montgomery Street 
SAN FRANCISCO, CALIF. 


Branches and Distributors in all large cities 


comes to him with the question, “What 
would you do in this case?” But Mr. 
Harvey realizes that when a man uses 
another man’s brains for decision he 
does not develop much decisive power 
,in himself. Consequently, unless the 
decision is one that affects such a basic 
| issue as a company policy, the answer 
is: “Use your own judgment.” And 
if anyone has the opportunity to watch 
Nate Harvey’s men work it will be 
seen that they seldom ask “What 
_would you do?” but do use their own 
heads. 


Whatever Mr. Harvey has gleaned 
| from this electrical world in position 
(and he has acquired both in a mone- 
|tary and high business standing) has 
| been obtained by the functioning of 
'an unusual capable set of tactful 
_ “commercial” brains. 

Jobbers throughout the country 
can and do testify to Mr. Harvey’s 
exceptional business integrity and 
_sagacity. The rapid growth of the 
company and its high repute among 
the trade indicates the sound founda- 
tion on which the company has been 
built under his guidance, 

N. G. Harvey is an omnipresent 
figure at all jobbers’ gatherings. At 
such he is often turned to for needed, 
authoritative advice or counsel. His 
place on the executive committee of 
the Electrical Supply Jobbers Asso- 
ciation and his offices as chairman of 
many committees in the Westinghouse 
Agent-Jobbers’ Association testify 
to this. He was also the first chair- 
man of the Westinghouse Agent- Job- 
bers’ Association and is a past chair- 
;man of the central division of the 

Electrical Supply Jobbers’ Associa- 
tion. 

Mr. Harvey is a man of few words, 
| but each word, when spoken, indicates 
‘the amount of thought put upon it be- 
‘fore being spoken. Each suggestion 
|or remark is weighed carefully before 
| being uttered but when finally emit- 
ited bears the force of the man of fore- 
| sight and shrewd business ability. It 
|is the at conventions. Mr. 

Harvey is a good listener and does 
not talk often, but when he talks the 
few words he says is a book full. 

Physically, Mr. Harvey has the 
bearing of a leader. A fine personality 
combined with a jovial, entertaining 
disposition makes him an imposing 

figure in a group. He is a man who 
ean be as serious as the wise old 
owl in one moment and in the next, 


same 








the life of a party. Many are the 
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Unlimited Opportunities 


—await the jobber who puts energy and intel- 
ligence into his business. He has an almost un- 
limited field to work in and his success will be 
measured not by the sale of staples but by 
the introduction and development of leading 


high grade specialties. 


Denzar is one of these leading high grade spe- 
cialties. Its standardized design, unit quantity 
packing and fair margin of profit make it an at- 
tractive article for Jobber distribution. Its un- 
equaled lighting qualities and universal appli- 
cation as a commercial lighting unit make sell- 
ing easy. The installation above is a cafeteria 
in Canton, Ohio. Hundreds of others in stores, 
offices, schools, libraries, banks and restaurants 
prove the efficiency of Denzar. 


If you are not familiar with the jobbing advan- 
tages of Denzar, write 


BEARDSLEE CHANDELIER MFG. CO. 
218 S. Jefferson Avenue, CHICAGO 
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Perfection—not of product 
alone but of service by the 
plant behind the product 1s 
what the makers of Rome 
Wire have always aimed for. 
Prompt delivery, reasonable 
price, standardized, product 
and lasting quality, the result 
of unexcelled’ workmanship 
by man and machine and the 
time-strengthened interest of 
the Rome organization to give 
the best in every way. 


High grade materials and 
the ingenious Rome-built ma- 
chines operated by workmen 
of great skill, gradually build 
up the reputation of Rome 
Wires. They gather quality 
in the making. 


The trade mark is a symbol 
of efficient electrical con- 
ductors. 


ROME WIRE CO. 
ROME, N. Y. 


DIAMGND BRANCH: 
BUFFALO, N. Y. 









)tales of humor that his groups of 
‘listeners have heard, and many are 
the stories of how he captured that 
bloody Indian chief Geronimo, yet be- 
neath it all is the usual dignity of a 
;man of position. 

| Though never having been a sales- 
man, Mr. Harvey is a man whose 
spirit of good fellowship and his im- 
| posing figure easily makes it possible 
| for him to dominate a conversation or 
discussion. He has that air which 
_always carries through anyone trying 
'to put over a business deal or a con- 
|tention. He is a man who could “land 
‘the order” if the occasion arose. 

| Aside from business, N. G. Harvey 
is very active socially in Chicago and 
is a member of such clubs as the 
Union League Club, Loyal Legion and 
'the Chicago Athletic Association. He 
/is a member of and was the first presi- 
dent of the Belmont Golf Club, the 
oldest golf club west of the Al- 
_leghenies, the club house of which was 
recently destroyed by fire. He has 
‘also risen high in the Masonic order, 
being a 82nd degree Mason and a 
Shriner. 

Much more could be said about this 
| popular jobber, but those who may 
| happen to know Mr. Harvey or may 
read this during the jobbers’ conven- 
ition this month know that these few 
remarks of praise are merited and 
| and truthfully set forth. His sound 
| business principles and an inherent 
gift of foresight and clear, deep 
\thought have enabled him to attain 
|and hold the high position among the 
fellow members of the jobbing frater- 
nity that he holds today. 
| In the annals of the progress of 
|the industry, Mr. Harvey has ac- 
quired a well-earned place of distinc- 
tion which, though he is too modest 
'to admit, justifies recognition. Much 
is yet to be done in the combining of 
efforts to further the interests of the 
_commercial side of the industry, yet 
close observers will always find him 
as one of the foremost in any move- 
ment for its furtherance. At this 
more or less crucial period we find 
him as a steady-brained counsel and 
a man who can do much toward guid- 
ing the jobbing field to safety and 
an ever increasing position of prom- 


‘nence in the industry. 





Tom Rider of the Sunbeam Division 
of the National Lamp Works, recently 
ran off and got married after many 
i'threats to do so. Who'd ever have 
‘thought it of Tom? 
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Doubles the duty of 
any single lamp outlet. 
Pull switch controls 
bottom outlet only — 
side outlet always “on.” 
Original position of 
lamp is maintained in 
bottom outlet, which 
takes any standard 
shade holder. 


Either outlet will take 
any Edison screw-base 
plug. Just the thing for 
Christmas-tree lighting. 


Packed in attractive individual 
cartons. 

Package quantity 20. 
Selling price, $1.60 each; two 
for $3. 

Liberal discount to dealers. 
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Push This Christmas Leader 


People have become more fastidi- 
ous in their tastes. They want, 
more than ever, the appear- 
ance of beauty and comfort 
in their homes. Artistic- 
| ally designed Colonial 
:, ale Lamps supply these 

things. 






“An 

i ART METAL 
Line 

Hn LAMPS 

Sells 

Readily" Colonial Lamps in polychrome fin- 


ishes make ideal Christmas gifts. 
They require no salesmanship after 





Trade once being displayed in your deal- 
‘Colonial Lamp” ers’ windows. So stock up your trade. 
Mark We can make immediate shipment. 


Get our prices. 
Write for the “Colonial” catalog. 


COLONIAL ART GLASS CO. 


LEON J. RAINAUD, President 
MERIDEN, CONN. 


Direct Factory Representative 
Casey Sheldon Foster 


Fifth Ave. Bldg., 165 High St., Portland, Ore. 
New York City Boston 
































Quality products stay “sold” 
and assure you repeat orders 
and satistied customers. 





IT PAYS TO SELL THE BEST 





Have you our Catalog No. 33 and literature 
on our new line of 


Chectric Ca 


PENNSYLVANIA 

















Think Before You Speak 


(Continued from page 12) 

of you. Your handicap makes it very 
difficult for you to meet those require- 
ments. Hence your failure to sell.’ 

“It is not flattering to my pride to 
have to admit that I deserved that 
criticism, but honesty compels that ad- 
mission; and I have been thankful ever 
since that I had the good sense to 
recognize the wisdom of that advice 
and act upon it forthwith. My friend 
had been educated both in this coun- 
try and abroad, and I was indeed for- 
tunate to have fallen into such able 
hands. I assured him of my entire 
willingness to undertake whatever 
studies he recommended, and begged 
him to lay out my work for me, which 
he straightway proceeded to do. First 
of all, he presented me with an ele- 
mentary treatise on logic from his own 
library—and right here let me say 
that any man who lives by selling will 
be benefited immeasurably by carry- 
ing such a book around with him and 
studying it religiously. Oh! I know 
that to the uninformed man that word 
‘logic’ possesses power to terrify, but 
that is only another reason why he 
should then take steps to rob it of that 
power by becoming familiar with ‘it, 
for it is only the unknown that terri- 
fies. As Mills says: ‘If there be rules 
to which every mind conforms in every 
instance in which it judges rightly, 
there seems little necessity for dis- 
cussing whether a person is more 
likely to observe those rules when he 
knows the rules than when he is un- 
acquainted with them.’ Logic teaches 
a man to recognize the truth and to 
test it, as well as to state his thoughts, 
his reasons so clearly that others can- 
not fail to understand them. Any 
man who reads the daily papers un- 
derstandingly can go through an ele- 
mentary treatise on logic, such as 
‘Lessons in Logic, by Jevons’ success- 
fully in one year, by reading but one 
page daily. I know of no other study 





that will confer so great or so lasting 
a benefit. 

“In addition to persuading me that 
if I persisted I could acquire an un- 
derstanding of logic, even though | 
got it only a sentence at a time, he 
told me of the very great benefits to 
be secured through reading worth- 
while books, books such as those that 
Dr. Eliot said he would select if he 
were limited to a five-foot shelf. From 
that time on I was never without a 
book in my grip by an author who 
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Justifies Every Claim 
made for it 


In advertisements like the above, reaching millions of homes, we 
are constantly telling women the facts about The Premier Cleaner. 

We do not tell them what it will do for us—what it will do for 
you—as a sales proposition. We tell them what it will do for them. 
How it makes cleaner, brighter homes. How it makes their work 
sasier, their lives happier. 

The illustrations stop the woman reader. The copy shows her 
that she is, perhaps, still performing needless drudgery with in- 
efficient cleaning methods. 

We have perfected a design which makes for greatest cleaning 
efficiency in a cleaner which weighs only 12 pounds. Its sound 
construction insures trouble-free service. 

So there is no secret about the reasons for the supremacy of ‘The 
Premier. In every way it justifies its name. Every statement we 
make is proved by every cleaner we sell. 





Our five-panel window displays are real business getters. Let us 
know if your dealers ned electros, theatre slides, display cards 


or booklets. 
The * ‘ « 
er IPCI 


FIRST AMONG CLEANERS 
ELECTRIC VACUUM CLEANER CO., Inc. 


CLEVELAND, OHIO 


Premier Service Stations in Principal Cities 





Exclusive Canadian Distributors: 
Canadian General Electric Company, Limited, Toronto, Ontario, and Branches 
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' i ‘HE JOBBER’s SALESMAN is the only 
publication devoted exclusively to the 
jobber’s salesman—it is your publication. 


_ Itis a clearing house, for the exchang- 
ing of ideas and selling helps between 
salesmen. 


We think this live, snappy, interesting, 
helpful magazine is worth $1.00 of any- 
body’s money—don’t you? 


Send your answer on the coupon below. 


SSSesesessasssesansneeassnsasnaaansaesaususasaasesr: 


SUBSCRIPTION COUPON si 
THE JOBBER’S SALESMAN, 
1018 South Wabash Avenue, 
CHICAGO, ILL. 
Please enter my subscription to THE JOBBER’S SALESMAN 
— ~ 1% I will remit $1.00 upon receipt of bill. (Canadian 
e, $2.00. 
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knew his subject and expressed his 
thoughts in a manner worthy of being 
patterned after. Now such reading 
has become a necessary part of my 
life; also, it, more than any other one 
thing I know of, has given me con- 
fidence in my ability to hold my own 
among other men and to speak out 
when necessity requires. And from 
the very beginning I was benefited in 
my work of selling, not that I would 
have you understand that my sales in- 
creased at once, because they did not, 
but this, though, did happen: When 
I lost out and was turned down by a 
dealer I had worked hard to get an 
order from that experience did not 
weaken my spirit the, way it used to 
do. Instead, I found myself saying 
inwardly—and believing it, too— 
‘Never mind, old man, he still has a 
little the advantage in a mental wrest- 
ling bout with you, but his methods 
are crude; and where he gets one op- 
portunity for practice you get a dozen; 
and in the long run science and per- 
sistency must win.’ You see, my 
friend had convinced me that in 
knowledge there was power; so I 
looked upon myself as being in pos- 
session of a positive guarantee that 
success would be mine eventually—if 
a man walks along a straight road 
towards a destination that is in plain 
view he’s bound to reach his goal 
eventually, providing he keeps step- 
ping. 

“As I progressed with my study of 
logic I noted that it was becoming 
more and more difficult for dealers to 
resist my arguments and correspond- 
ingly easier for me to riddle theirs. 
Words, I discovered, possessed an al- 
most magical power to impel action or 
secure agreement, if only they could 
be strung together correctly; and I 
came to spend much of my time in 
formulating sentences that would most 
forcefully convey the arguments that 
I had commonly to use with nearly all 
prospects. And whenever occasion re- 
quired me to use a new argument, 
something devised on the spur of the 
moment, I endeavored to recall it 
when reviewing my work for the day, 
and set myself to putting it in the 
best possible form for future use. My 
collections of arguments for overcom- 
ing this or that objection grew and 
grew and gave me an advantage not 
hitherto enjoyed, in that it placed me 
in the position of going into the strug- 
gle with the dealer with my verbal 
ambition all prepared in advance, 
and with nothing to do but pick and 
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Talking Point No. 8 


—in a series to jobbers’ salesmen, showing 
why Hubbell Electrical Specialties make 
friends with your customers. 


—50 Hubbell combined 
the slots 


IFTEEN years ago Hubbell invented 

this two-piece Attachment Plug. The 
cap has two brass blades; in size, arrange- 
ment and spacing their original dimensions 
have remained unchanged. 





A few years ago, when a somewhat smaller 
plug was demanded, Hubbell produced this 
cap with flat parallel blades. And here, too, 
the original dimensions have been consist- 
ently followed. 


But tandem blades cannot fit parallel slots, 
neither can parallel blades fit tandem slots. 

ad eae So Hubbell invented the Hubbell T-T 
Slots. 









Equip your customers’ machines with Hubbell 
Standard two-piece Plugs. Equip homes, and 
factories with Hubbell Standard (T-T Slot) 
Outlets. By so doing you will have adopted the 
present electrical standard—and consistent Hub- 
bell practice since 1905. And your customers’ 
electrical devices will be interchangeable. 
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We Buy---Sell--- 
Rent--Exchange 
and Repair 


Our second-hand machines are 
overhauled “equal to new.” The de- 
mand for these exceeds the supply— 
they sell as fast as we get them. 

Send for our “Monthly Bargain 
Sheet” showing complete stock with 
net prices. 

You can save many a situation by 
offering your customers some of our 
second hand machines “overhauled 
as good as new.” 

We have a new resale proposition 
for dealers and jobbers—write us. 


Three Phase, 220 volt, 60 cycle A. C. 


M otors— 

H. P Speed 
30 General Electric, type KT...1200. 

2 30 General Electric, type KT 
S08. Vivesebehabestusat saceke 900. 

1 30 General Electric, form K, 
i Ee ene snieie ee wee ae eee 

1 380 Western Electric (G E.) 


type MT (frame 342), new, 
440 volt, slip-ring, constant 


0 re er 720. 
1 30 Westinghouse, type MS (mill 
type—heavy duty), 440 v.... 560. 


1 85 General Electric, type KT...1200. 
] 40 General Electric, type KT...1200. 
l 10 General Electric, type MT- 

336, form B, 440 v., new, slip- 


PE kavkawes oa 2 wrreer 
40 General Electric, type KT, 

440 y > hee 1200. 
50 General Electric, type KT...1200, 


50 Western 
type KT, new 


Electric, (G E.), 
ov w eee. 
50 General Electric, type I, form 


B 220 We BOW is s-6 ica ie dete RO 
0 General Electric, type I, form 

K, 440 v., new.. » 1200. 
50 General Electric, type KT, 

mae Wig Ge idee alece ieacee-e ee 
50 Western Electric (G E.), 

type KT, 440 v., new Sena 900. 
50 Western Electric (G ”.}. 


type I, form K, 440 v., new, 
with double shaft extension. 900 


50 <Allis-Chalmers, 440 v., slip- 
EME NE 10g ke ace Soe > 865 

50 Generai Electric type KT, 
440 volts, new. ine ain Siig ee 
Y 60 Otis, 440 v.... oe eh Ze8, 

60 Western Electric (G E.), 
Ee eee bie ore 

2 60 Western Electric (G. E.), 
PD Bee. BOWS co cswsesccaee 900. 

] 75 General Electric, type I, form 
B. - 26a 0pa¥esexe 600050045080056 1800. 

7 General Electric, type I, form 
A eee ere ee 900. 

° 100 General Electric, type I, form 
Ba eee, OF REO Voce rc cescseas 1800. 

1100 Fairbanks-Morse, type B, 
ee er er ere 1200. 

2 Fairbanks-Morse, ty pe HV 

(frame), ball bearing slip- 

ring, constant speed, 440 volt 
extension ... Terr a 

( Gen | Electric, type I, form 
Ix new 550 Volt.ccccccccece 495 


16TH AND LINCOLN ST 
CHICAGO. ILLINOIS 











choose from amongst my assortment 


of arguments and remarks the one 
that it seemed best to use.” 

“There are many roads to Rome, 
and, also, to the goal of success in 


selling. I have told you to what I 
attribute whatever success I have 


achieved as a salesman; other men 
have told you how they achieved even 
greater success by other methods than 
the ones that I have used. Those 
methods offer a wide range of choice, 
and should convince readers of THE 
JospBer’s SALESMAN that any sane 
program of selling will lead to suc- 
cess if followed through persistently 
and enthusiastically. | Nevertheless, 
on behalf of my own pet program 
for success in selling I do still insist 
that any man who sells will be bene- 
fited by studying along the lines 
which I have indicated, even though 
he possess in abundance all of the 
other advantages that the men you 
have interviewed have mentioned. 
Knowledge is indeed power, but the 
ability to knowledge 
convincingly doubles its potential.” 


express that 











When Daddy Simonsen takes the big 
noise of the family out for his Sunday 
morning spin he covers the ground so 
fast that he has to wear glasses to keep 
the flying cinders out of his eyes. He’s 
so speedy that he’s always several feet 
ahead of his shadow. S. H. Simonsen, 
city sales manager, Illinois Electric Co., 
Chicago, is Si’s noble “possish.” His first 
name is a mystery, but the middle sec- 
tion of his cognomen is “Hank,” meaning 
the hank of hair that covers a “book” of 
“Orpheum Circuit” (and sometimes bur- 
lesquish) humor and wit.—N. B.—When 
Si sees this picture the associate ed. will 
have to do 100 yards in nothing flat. 











EMF 
Electrical 
Year Book 


Now in preparation. 


A combined Electrical 
Encyclopedia, Trade Di- 
rectory and Dictionary 
Embraced in One Vol- 


ume. 


An_ indispensable _ busi- 
ness-getter and adviser 
in the jobber’s quota- 
tion, purchasing, city 
sales and other depart- 
ments. 


Approximately 1500 
pages, size 9x12. T he 
biggest electrical book 
ever published. 


The EMF Electrical 
Year Book is edited by a 
corps of experts regard- 
ed as the highest authori- 
ties on things electrical. 


Price $10.00. 
Prepublication Offer $7.50. 


Order NOW and 
Save $2.50. 


Electrical Trade 
Publishing Co. 


Howard Ehrlich, Pres. 
C. W. Forbrich, Vice. Pres. & Treas. 
F. A. Merkel, Secy. & Gen’l Mgr. 


1018 So. Wabash Ave. 
Chicago 


Also Publishers of 


The Jobber’s Salesman 
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ANN OUMEEING THE 


r-32 


ELECTRIC WASHING MACHINE 
With ThorAll Metal Swinging Wringer 








= new THOR-32—the most substantial and efficient home electric washing machine 
—is ready for general distribution. 

The THOR-32 is the result of fourteen years of cumulative experience in building THORS 
—always the leading make of electric washer. It is a washer that will appeal to the 
most critical judgment of jobber, dealer and user. 

In this new THOR-32 the revolving-reversing cylinder method of washing is combined 
with every worth-while feature for convenience and reliability. 


The THOR-32 is built entirely of metal. It has the Thor all-metal ball bearing swinging wringer, the 
atalog and the other superior points that have kept THOR in the lead for fourteen years. Everything 
about it is the best that can be made. Its capacity, 10 sheets, is far greater than any other washer 


occupying the same floor space. 
It is not just an improved Thor, it is a wonderful achievement—a washer which will have a tremendous 


influence on the appliance opportunity in every community. 
Write to us. We will tell you all about this new THOR-32 and our co-operative sales plan that means 


splendid profits for you. 


HURLEY MACHINE COMPANY 


24 East Jackson Bivd. 
NEW YORK CHICAGO TORONTO 
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A Breezy 
Fan Story 


Fellows, here’s an- 
other way to keep 
Peerless Fans moving 
the year ‘round. 


Merchants are ar- 
ranging magnetic 
Christmas window dis- 
plays. But Jack Frost 
has a funny habit of 
hiding them behind his 


frosted paintings. 


Hidden window dis- 
plays bring home no 
bacon, so tell your deal- 
ers to equip their neigh- 
bor merchants with 


PEERLESS 
FANS 


Then tell them to place 
at least one fan in each 
window; direct the breeze 
toward the glass, and— 
Presto!—a clear pane. 


Don’t forget, boys, 
Peerless Fan sales in both 
winter and summer do 
bring home the bacon. 
But it’s up to you, so— 


Try it out—IJt works. 


The Peerless Electric Co. 
Warren, Ohio 











The Trend of the Times 
(Continued from page 9) 
of the cities exceeds the population 
of the rural districts. The urban 
population this last decade, increased 


714 times faster than the country 


districts. This means a continuing 
demand for housing for years to come. 
Electrical supplies and appliances 
will be required increasingly. 

The building campaign, however, 
will not go forward until labor itself 
confesses and repudiates the economic 
doctrines of Debs, Fitzpatrick, Lewis, 
Trotzky and Lenine. Their slogan 


| that the fewer hours one works and 
_the less work one performs within 


— 


those hours, makes the job secure and 
requires more on the job, is false as 
hell. Labor, however, is wising. The 
acceptance of wage reductions in 
preference to loss of jobs in various 
New England textile mills and else- 
where indicates an appreciation of 
economic conditions likely to have far- 
reaching consequences. 
Sharing Mutual Burdens 

Small sacrifices must be made by all 
to avoid greater ones. Employers and 
employes are realizing that co-opera- 
tion is needed between them to correct 
conditions, to stabilize industry and 


_ place trade on a firmer, though lower 


_ cost basis. 


Good progress is being 


_made in seeking safe and sane price 
| levels. True, orderly deflation will be 
| accompanied with some serious set- 





backs. Credit and collection problems 
are already multiplying. Commercial 
failures will increase. But there will 
be less financial disturbance in the 
United States than anywhere else in 
the whole round world. We are still 
the world’s creditor nation. The Fed- 
eral Reserve Bank will continue to 
assist in handling the exceptional situ- 
ation wisely. 
Cheero! 

After all, the greatest asset in the 
U. S. A. is in its men, women and 
children—105,000,000 of them! No 
matter how sadly awry certain condi- 
tions may be or become, fundament- 
ally the old U. S. A. is sound! Not 
hollow sound, but solid. We have 
been graciously given a rich portion 
of Mother Earth to possess, work and 
enjoy. It may be counted on to yield 
her increase if we but have faith in 
our fellow men and labor together 
with right good will. 


This is the gospel for salesmen to 


| believe in themselves and to preach 








Gratitude 


E are glad of 

the opportu- 
nity THE JOBBER’S 
SALESMAN Offers us to 
express our deep ap- 
preciation of the sup- 
port and co-opera- 
tion received from 
our friends, the job- 
bers’ salesmen. 





In helping us /place 
Sunlight Carbon 
Lamps and Fractional 
Horse Power Motors 
“on the map” you 
probably did not fully 
realize what your co- 
operation meant to the 
success of our company. 
We want you to know 
that we thoroughly ap- 
preciate your efforts in 
our behalf. 


We hope we will merit: 
your continued good- 
will and support and in 
return you can depend 
on 100 per cent service 
from us—the kind of 
service that will help 
you to increase your list 


of satisfied customers 
and your profits. 


Carbon Incandescent Lamps 
Fractional Horse Power Motors 


The Sunlight 
Electrical Mfg. Co. 


Warren, Ohio 
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A Thousand and One Places 
Where Only Carbon Lamps Are Used 


In factories, coal mines, mills, machine shops, ga- 
rages—on railroads. Here, and in a thousand and 
one other places where lamps are subject to heavy 
vibration or rough usage, there is a steady volume 
of profitable business on 








New and Renewed 


CARBON LAMPS 


Get your share of this easily obtained, good profit 
business. 





Nalco Carbon Lamps are the highest quality ob- 
tainable. This is guaranteed. ~~ 
a 


Ve 


Jobbers and jobbers’ salesmen—cash in on ~ 
Nalco as hundreds are doing all over the 
country. 


Write at once for samples, price list and full 
particulars. This is the season for big Nalco 
business. Get your share—now! 





a 
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te. 
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NORTH AMERICAN ELECTRIC LAMP CO. 


ST. LOUIS 
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Rays from the 
GLOLOG 


The public is asking for 
heaters. 


Demand has come and 
GLOLOG fire place heaters 
are ready. 


very time a dealer says 
to you: “Current cost too 
high—can’t sell,” he perpet- 
uates an electrical fallacy. 


Every time a _ jobber’s 
salesman lets this pass un- 
challenged he falls short of 
being 100% electrical. 


A t i HEY, 
£ ELECTRIC. 


“Gj 7 


ar PLACE? 


GLOLOG fire place heaters 
are being sold right along on 
lighting rates of 10 cents and 
up. So are electric ranges and 
water heaters. 


It is your privilege to im- 
press this upon the dealer. 


When a man wants to toast 
his shins while he smokes a 
cigar, the latter costs about 20 
cents. GLOLOG current dur- 
ing the life of that rope would 
cost not half as much. 


“Current too high” is an ha- 
bitual saying. It originated in 
the days when people wondered 
if they could spend $3.50 for an 
electric iron. 


Today, these same _ people 
spend around $100 for an elec- 
tric washer and neither they 
nor the dealer bat an eye. 

You jobbers’ salesmen are in 
a position where you can com- 


bat by word of mouth this high- 
current-cost bugaboo. 


Strait & Richards, Inc. 


Newark, N. J. 








in their itineraries the country around. 
Cheer the depressed. Lend couraging 
counsel to those overborne by adverse 
conditions. Cooperate with all depart- 
ments in handling each individual cus- 
tomer, with peculiar care, giving at- 
tention to the psychology of the situ- 
ation and to peculiar personalities af- 
fected. 

This is not a day for the enforce- 
ment of hard and fast credit and col- 
lection rules, nor meting out thumb 
measure littleness. No time for 
grumpy goads, imperious demands or 
savage threats. Men will have to be 
nursed, cared for, befriended, saved. 
There must be wisely timed conces- 
sions and mutual accommodations. 

Here’s where all may and must 
help. One may diagnose, others doc- 
tor, others nurse, others play dieti- 
cians. All work should be closely 
coordinated. 

As never before, credit is the crux. 
The boss formerly had no time or 
concern with credit problems. He 
hated like blazes to spend money on 
credit men and systems. Now he’s 
forced to face the cold credit situa- 
tion for his very life. The period of 
speculative buying and selling filled 
the general manager with a gambler’s 
glee and glut. Now he shares the 
credit man’s gloom. Yesteryear the 
salesman blew his bonus blithesomely 
and took fancy falls out of the poor 
creditmonger. This year it’s different. 
Next year ‘twill be even more so. 
The credit man’s day is here. May he 
be wise and keep his head and heart. 
For many moons to come, the boss, 
G. M., S. M. and C. M. must hold 
together and recite in happy and 
harmonious unison :— 

“Now are we many members, yet but 
one body. 

The eye cannot say to the hand, I 

have no need of thee; 

Nor again the head of the feet, I 

have no need of you. 


Nay, much more those members of 
the body, which seem to be more 
feeble are necessary ; 

That there should be no schism in 
the body; but that the members 
should have the same care for 
one another. 


And whether one member suffer, all 
members suffer with it; or one 
member be honored, all members 
rejoice with it.” 








+ 
SODERING 





“JUST A MOMENT” 


You salesmen have 
some funny experiences 
while on the road—not all 
of them pleasant—for in- 
stance, one like this. Tom 
and John were good 
friends — traveled to- 
gether—ate at the same 


table. 


John would say, ‘““Tom, 
pass the salt!’ (or some 
other seasoning). Tor 
would invariably say 
‘Just a moment,” and 
serve himself before pass- 
ing to John. That is one 
kind of service. 

The service we offer the 
consumer through the 
trade consists of 





Allen Eanes Flux 
The Flux without a Stain— 
the standard for all purposes, 
constantly increasing in favor 
with the consumer; called for 
constantly by the retailers 
who claim—in some sections 
—they can’t get it through 
their Jobbing House. This 
should not be true because 
we much prefer selling direct 
to the Jobber. 


Ask your sales manager to stock the 


ALLEN LINE . 
of Sodering Fiux, and com- 
bined Gas Sodering Tool, 
Blow Torch, and Branding 
Iron. You can sell them to 
all of your trade. 


L. B. Allen Co., Inc. 


4588 N. Lincoln Street 
CHICAGO, ILL. 
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Jobbers and Jobbers’ Salesmen 


for Our Attractive 
Proposition 


On 








Compro $2féety 


i: Switches 





—the greatest protectors—absolutely inclosed and externally operated. 


—all Compro Class B Switches are fused at bottom, one of the most important rec- 
ommendations in inclosed switch construction. 


Fuses cannot be removed unless switch is in off position. 


Compro Safety Switches are of superior con- 
struction throughout, better finish and work- 
manship. 

“Compro” stands for Commercial Protection. 


We manufacture all types of inclosed switches for 
all types of electrical circuits. 
Write at once for catalog and very attractive 


proposition. 


The Wadsworth Electric Mfg. Co. 


INCORPORATED 


Covington, Ky. 
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Bieapon-Dun Co., 213-217 South 
Peoria street, Chicago, Ill., manufac- 
turers of “Violetta,” a high frequency 
current machine, has inaugurated a co- 
operative, jobber-dealer sales cam- 
paign to enable jobbers, jobbers’ sales- 
men and dealers to reap their share 
of the business resulting from the 
company’s national advertising. So 
says J. J. Bleadon, president of the 
company. “High frequency current 
apparatus,’ asserts Mr. Bleadon, “has 
come into popular favor throughout 
the medical profession and the public, 
consequently Violetta orders should 
be made increasingly easier to pro- 
duce.” The company is at present 
sending out to jobbers a thoroughly 
descriptive and neatly arranged broad- 
side explaining the details of the plan. 
Samples of two circular letters to 
dealers are inclosed in the broadside. 
These letters with the jobber’s letter 
head imprinted on them are sent to 
dealers two weeks apart upon receipt 
of mailing lists from jobbers’ sales- 
men. A five-color display stand, coun- 
ter and window cards and other forms 
of dealer helps are also furnished 
dealers upon the jobber’s salesman’s 
request. The company proclaims its 
desire to co-operate in every way with 
jobbers’ salesmen and Mr. Bleadon 
says he would be glad to have requests 
for information sent direct to him. 


Hvussarp & Co., Pittsburgh, Pa., 
manufacturers of pole line hardware 
and kindred products, has opened a 
modern new factory in Cicero, IIl., a 
suburb of Chicago. The plant which 
was officially opened on Aug. 1, last, 
is designed to accommodate 1,000 em- 
ployees and embodies every up-to-date 
facility for their comfort and welfare. 
The building which covers a tract of 
land 500 ft. x 200 ft., contains ap- 
proximately 150,000 sq. ft. of floor 
space, the main plant being a one- 
story affair and the warehouse com- 
prising two stories and a basement. 
Walter V. Kirkwood, who has been 
connected with the pole line hardware 
department since its inception in the 
company, has been appointed resident 
manager while C. P. Seyler, vice-pres- 
ident, will divide his time between the 
Pittsburgh and Cicero plants. Mr. 
Seyler says the new plant will enable 
them to more than double their out- 
put and will make it possible for them 
to render jobbers of the west and mid- 
dle west a valuable service. The 
Cicero plant will be devoted exclusive- 
ly to the manufacture of pole line 
hardware. 


Tuomas & Berrs Company, 63 
Vesey street, New York City, is dis- 
tributing a very useful little book 
called the “Universal Key.” This 




















Spacious new plant of Hubbard & Co. 


in Cicero, Ill., a suburb of Chicago. It is 


said to be equipped with one of the most up-to-date galvanizing plants in the 
United States. It also contains such modern features as spiral chutes and inside 


loading platforms. 











book, by a most ingenious arrangement 
and method of cross indexing, shows 
with extreme clearness what box or 
cover or combination is required to fit 
practically any standard wiring de- 
vice. So condensed and at the same 
time so complete is the information it 
contains, and so many and vexing are 
the questions that it answers for the 
contractor, that the jobber’s salesman 
will be doing a real favor to his 
friends in the construction field to call 
this book to their attention, says the 
publisher. The Thomas & Betts 
Company has offered to mail a copy 
of the book to any jobber’s salesman 
who will write to Department A. of 
that company. 


Georce Ricuarps & Co., 557 West 
Monroe street, Chicago, is sending out 
a series of folders to dealers and job- 
bers describing the Hemco Twin-Lite 
Plug and its applications. The first 
folder of the series, entitled “How 
One Electrical Dealer Has Doubled 
Sales,” tells how a Chicago firm in- 
creased its business by the use of the 
manufacturer's window and counter 
display cards. The folder also out- 
lines a sales plan and illustrates and 
describes some of the dealer helps. 
The company has offices and agents in 
New York, Boston and San Franciscc. 


CarRICcITE, a substance for repairing 
burned out heating elements, has been 
developed and placed on the market 
by The Carricite Company, 5436 Fer- 
dinand street, Chicago, Ill. By the 
use of Carricite, the maker says, a 
burned out element can be repaired 
by anyone at a cost of about three 
cents, without removing the element 
from the range. The material is ap- 
plied in the nature of a splice. Car- 
ricite is supplied in mailing tubes, 11, 
x31 ins. 


In Orpver To INcuupE information 
under one cover on C-H Products for 
mine applications, a new 48-page, 
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Mr. Jobber’s Salesman 


This advertisement is for your 
particular attention. 


We want to tell you about 


Atkins Non-Breakable 
Hack Saw Blades 


There is a large, virgin field 
for them amoné electrical con- 


tractors and dealers. They want 
these Non-Breakable Blades. 


Youcan increase your sales by 
selling the trade Non-Break- 
able Blades. 


Our National Advertising 
makes them easy to sell. 


We will tell you how to start. 
Write us today 





E. GC. ATKINS & COMPANY, Inc. 


**The Sittuer Steel Saw People’’ Established 1857 
Home Office and Factory, INDIANAPOLIS, INDIANA 

Machine Knife Factory, Lancaster, New York 

Branches carrying complete stocks in the following cities: 


Canadian Factory, Hamilton, Ontario 


Atlanta Memphis New Orleans Portland, Ore. Seattle Sydn 
Chicago Minne cepelis New York City San Francisco Vancouver, B. C. Paris 
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Lower Prices on 


Emerson Motors 
In Effect Nov. 10th, 41920. 


meescunnitee Oe cnet 





The new prices of 
Emerson Small Motors 
placed in effect Novem- 
ber 10th, represent a 
reduction of 15 per cent 
from the prices of the 
past six months. 


This reduction is made 
with a view ahead into 
1921-—to establish at 
once what is hoped will 
prove a fair and stable 
basis for steady and 
vigorous buying. In 
establishimg these new 
prices, allowance has 
been made for all econ- 
omies which can be 
anticipated from improv- 
ed and enlarged facili- 
ties or other causes. 
No basis for further 
reductions can now be 
discerned. 


The new prices appear 
in Motor Price and Data 
Book No. 51. Write for 
it today if your copy 
missed you. 


THE EMERSON 
ELECTRIC MFG. COMPANY 
St. Louis New York 








814x11 booklet has been prepared by 
The Cutler-Hammer Mfg. Co. of Mil- 
waukee and New York. The new 
publication illustrates and describes 
manual and automatic motor con- 
trollers, accessory control devices, bat- 
tery charging equipment for miners’ 
lamps and for mine locomotives, elec- 
tric brakes, solenoids, magnetic sep- 
arators and clutches, electric air heat- 
ers, and soldering irons. Among the 
many interesting installation views 
shown are motor-driven mine pumps, 
hoists, and tipple machinery, all con- 
trolled by C-H controllers, and lamp 
batteries and locomotives being 
charged by C-H charging equipment. 
The cover of the booklet is in two 
colors, and shows a panoramic view 
of a mine tipple. The booklet is 
known as Publication 836. 


THorparson Execrric Mra. Co., 
501-515 South Jefferson street, Chi- 
cago, Ill., manufacturers of low and 
high voltage transformers and wire- 
less apparatus, announces the ap- 
pointment of J. L. Finnicum as sales 
manager. Mr. Finnicum, previous to 
his present connection was for eight 
and a half years affiliated with the 
Doubleday-Hill Co. of Pittsburgh, 
Pa., as salesman and in charge of the 
apparatus department. For the past 
two years he has been acting as dis- 
trict manager at Chicago for the Elec- 
tric Products Co. of Cleveland, O. 


Pierce Fuse Crreoration, Buffalo, 
N. Y., announces the appointment of 
Emory C. Coffin as sales manager of 
that organization, succeeding P. S. 


Klees. 


A. F. CHAMBERLAIN, manager of the 
New York office of The Robbins & 
Myers Co., has been appointed gen- 
eral manager of the company’s 
Canadian factory at Brantford, Ont. 


Uriuity Firrines Co., 812 Walnut 
street, Philadeiphia, has placed on 
the market a galvanized weatherproof 
fitting for outside conduit construction 
for use where a neat, short right-angle 
turn is necessary. The fitting can also 
be used as a pull box. 


BensamMin-) Exvectrric Mre. Co.’s 
sales department held a _ conference 
at Niagara Falls on Oct. 4, 5 and 6, 
at which were present representatives 
of the Benjamin Electric Mfg. Co. of 
Canada, sales manager and salesmen 
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Something New! 


—to show contractors 
on your next trip 
around yourterritory 


MAYHEW LINK-KEY 


locks and unlocks any size 
fixture link and may be used 
as a socket wrench by ex- 
panding the nose against fibre 
socket cap insulator. 


Made of pressed steel and 
nickel plated. 


Free, demonstration Link- 
Key furnished jobbers’ sales- 
men on request. 

Get one at once. 


Mayhew Tool Co. 


Williamstown, Mass. 














One-Third Actual Size. 


THE P. & G. WIRE SKINNER is 
a tool designed to accomplish difficult 
jobs, such as splitting duplex wires 
with one pull, removing the insula- 
tion from the wire and scraping wire 
clean, ready for soldering. 

The established resale price on this 
tool is $1.50 each, net, postpaid. 


PAUL W. HERBST 


Sole Distributor 
Dept. 4 
180 N. Dearborn St., Chicago, Ill. 











Sign 
Subscription 


Coupon 
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DUNCAN AC WATTHOUR METER 2 WIRE 

> oh 4 pid YCLES 60 
VOLTS . rn — NSTANT .28 
LINE 2uNCay cee Tine mee co TaD 


DUNCAN MODEL M2 
A. C. WATTHOUR METER 


Potential loss, 1.0 watt. 
Total series loss, 0.29 watt. 
Weight of moving element, |10.0 grams. 


Torque or turning power, 42.0 millimetergrams. 

Ratio of torque to weight, 4.2 to | (highest known). 
Runs continuously on 14, of | % of full load. 

Varies less than 1% for power factor of 50%. 

Accurate to within 14 of 1% from 5% to 150% load. 
Varies less than '/7 of 1% for 10% change of voltage. 
Varies less than 1 of 1% for 10% change of frequency. 


Duncan Electric Mfg. Co. 


La Fayette, Indiana 
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PURCHASE FALL 
CONSTRUCTION TOOLS 
; NOW 
We can meet your 
' requirements for any 
h kind of construction 
and maintenance 
Tools for general ff 
| construction work— 
; telephone, telegraph, §f 
| 


central stations, rail- 
roads, etc. 


furnish the right 
kind of tools at the 
right price and give 
you prompt service. 





t 

; 

a i 

; In addition we can ff 
i 

: 

{ 


Give us an oppor- 
tunity to quote on 
your customers’ re- 
quirements. 


PAUL W. HERBST Ff 


Distributor of High 
Grade Tools 
Dept. 4, 180 N. Dearborn 
Street, Chicago, III. 





LD, (ae 


g SSS = 


MELE S SONS 
iY 











Magnet Wire 


Magnet Wire 
Products 


Quality Service and 
Quantity Production 


The name 


DU DL. oO 


stands for highest grade magnet 
wire and coils. Used by large 
manufacturers everywhere. 


DUDLO MANUFACTURING CO. 


Fort Wayne, Ind. 














from the New York territory, sales 
manager and salesmen from the cen- 
tral territory and a representative of 
the advertising department. At the 
close of the conference at Niagara 
Falls those in attendance repaired to 
Chicago where deliberations were con- 
tinued. The major portion of the time 
was spent in a discussion of the com- 
pany’s catalog items. 


Masestic Erectric DEVELOPMENT 
Co., 656 Howard street, San Francis- 
co, Calif., is conducting an extensive 
newspaper advertising campaign on 
its portable and stationary type elec- 
tric heaters in the following cities: 


Anaconda, Mont. 
Butte, Mont. 

Boise, Mont. 
Dallas, Texas. 

Des Moines, Iowa. 
Duluth, Minn. 
Denver, Colo. 

El Paso, Texas. 
Fresno, Calif. 
Houston, Texas. ¥ 
Kansas City, Mo. 
Little Rock, Ark. 
Los Angeles, Calif. 

Milwaukee, Wis. 

Minneapolis, Minn. 

Oklahoma City, Okla. 

Omaha, Nebr. 

Portland, Ore. 

Seattle, Wash. 

Spokane, Wash. 

Salt Lake City, Utah. 

Sacramento, Calif. 

St. Paul, Minn. 

Tacoma, Wash. 

The advertisements which are run 
almost every other day throughout the 
winter include 10 changes of copy. In 
San Francisco the company will con- 
duct a bill board campaign using 16 


boards 21 ft. long. 


WestineHouse Exvectrric & Mre. 
Co. has acquired a controlling interest 
in the International Radio Telegraph 
Co., and in the future will manufac- 
ture the radio equipment heretofore 
produced by the latter concern, which 
was founded by R. A. Fessenden, a 
pioneer in the radio field. The Inter- 
national Radio organization operates 
and maintains wireless stations on 
ships, and has shore stations at New- 
port, New London, Brooklyn and 
Cape May, with others under con- 
struction in Maine and Massachusetts. 
A new company has been organized 
under the same name, with a capital 
of $1,250,000 in preferred stock and 
250,000 shares of common stock of no 
par value. The officers are Guy E. 
Tripp, chairman; E. M. Herr, presi- 
dent; S. M. Kinter, Calvert Townley 
and H. P. Davis, vice-presidents; 











Save This! 


“Reaches the job ready to install”—a 
fact that makes Pittsburgh Standard easier, 
to sell, easier and better to install Time-' 
saving, money-saving, eliminates drudgery. 
Costs no more than ordinary enameled 
conduit. 


Enameled Metals Co. 


PITTSBURGH, PA. 














IT’S PERFECT! 


Note the new way of assembling 


The BULLDOG 
KNOB 


Made and Sold under License 
United States Patent, Feb. 3, 1920 


The placing of the central bush- 
ing on the cap instead of the 
base, places it in a class by itself. 


You will be safe in recommend- 
ing this knob and all of our prod- 
ucts to your customers. Write us 
for any further information de- 
sired. 


Illinois Electric Porcelain Co. 
Macomb, III. 
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That trade mark and slogan stands for some- 
thing in the industry. 


Wherever wire or cable is used PARANITE is 


known—and favorably too. 


You salesmen who take personal pride in your 
customers’ satisfaction can unhesitatingly tie to 


PARANITE. 





RUBBER COVERED WIRES 
AND CABLES 


LEAD COVERED WIRES AND 
CABLES 


HIGH TENSION CABLES 
AUTOMOBILE CABLES 
TELEPHONE WIRES 

LAMP CORDS 

PORTABLE CORDS 

FIRE ALARM CABLES 
MINING MACHINE CABLES 











PARANITE Wires and Ca- 
bles are  Merchandised 
through the Jobbers only and 
not to your Customers. You 
are not selling a New Code 
tag. 


You are selling a Branded ar- 
ticle, better than Code re- 


quires. For 30 years the stand- 
ard. 


Indiana Rubber and Insulated WireCo. 


FACTORY AND GENERAL OFFICES 


JONESBORO, IND. 


CHICAGO OFFICE 
210 So. Desplaines St. 


NEW YORK OFFICE 
63 Vesey St. 
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PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








ARMATURE SLOT WEDGES 
Made of Hard Maple 


For new and repair work. 


(> 2y fe 
em To 


Made to any specification. 
Send us your blue print or sample. 


T. C. White Electrical Supply Company 


1122 Pine St., St. Louis, Mo. 














HEMINGRAY 


Glass Insulators 





No. 9 Pony. No. 19 D. G. D. P. 
Specify “Hemingray” 


Hemingray Glass Co. 


Muncie, Ind. 











The Dual Service Card 


ALL EDGES 
CLEAN 













As a bearer 
of your name 
most any 
ecard will 
serve, but if 
you place 
value on 
proper card 
represen- 
tation you 
ought to use 


Wiggins Peerless Patent Book-Form Cards 
“hey perform the dual service of announcing you 
ar your salesmen, while at the same time adding 
prestige to your house. Send for tab of speci- 
mens; detach them one by one and observe the 
superiority of Wiggins engraved cards. You will 
like their smooth edges and the way they are 
encased in convenient book form style. 


The John B. Wiggins Company 
Established 1857 
Engravers, Plate Makers, Die Embossers 
1104 South Wabash Avenue. 
705 Peoples Gas Building CHICAGO 











John V. L. Hogan, manager. All of 
these are Westinghouse officials ex- 
cept Messrs. Kinter and Hogan, who 
were president and manager, respec- 
tively, of the older company. The 
Westinghouse company will be inter- 
ested in both the manufacturing and 
the operating branches. of wireless 
telegraphy and telephony. 


Nine EvecrricaL Deacers of 
Cleveland, O., have united forces in 
putting over locally the Rotapex elec- 
tric clothes washer, product of the 
Apex Electrical Distributing Co., that 
city, by taking joint advertising space 
in several large Cleveland news- 
papers. They are also employing 
special window trims and extensive 
mail solicitation. It is said by the 
Apex company that this liberal use 
of space, wherein so many prominent 
dealers combine their message, is cre- 
ating a splendid confidence on the 
part of the public in the Rotapex ma- 
chine and that the resulting sales are 
extremely gratifying. Co-operative 
advertising is becoming increasingly 
popular among electrical dealers and 
jobbers’ salesmen would do well to 
help further it. 


LittteE Tommie Tucker is a new 
violet ray machine being marketed by 
the Tucker Mfg. Co., 118 Noble court, 
Cleveland, O. The Tommie Tucker 
embodies the principles of the ordi- 
nary violet ray machine but is smaller 
in size and designed to sell at a price 
considerably below the average, the 
manufacturer says. There are also 
two larger sizes being made. H: A. 
Tucker, head of the concern, is at 
present engaged in establishing for- 
eign and domestic jobber relations. 
He plans to market the device solely 
thru jobber channels, 


H. Avex Hipsarp, who has for the 
past three years been general sales 
agent for the T. & W. Universal Plug 
Co. with offices at Chicago, has re- 
signed his position, and will return to 
Denver, to look after the interests of 
Alex Hibbard, Inc., electrical sales 
engineers, of which company he is 
president. 


ANNOUNCEMENTs are being mailed 
proclaiming the marriage of Maribel 
Painter Tucker to Arthur S. Merrill, 
vice-president of the Chicago Fuse 
Mfg. Co., Chicago, on Saturday, Oct. 
9, 1920. 
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Successor to 


AMERICAN CROSS- 
ARM COMPANY 















CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 








Cedar Poles 


Butt Treating 
Open Tank Frocess 
The Valentine-Clark Co. 
Spokane, Wash. 


Minneapolis Chicago Toledo 

















POLES 


NATIONAL POLE CO. 


Escanaba, Mich. 


220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 
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We beg to announce 


That 

From now on 

ALL GENUINE KLEIN 
LEATHER GOODS 
Will be branded 

With the world-known 
KLEIN TRADEMARK 


Immediate Delivery on 
Belts, Safety Straps, 
Climber Straps, Tool 

Bags, Etc. 


A line built on quality that appeals 
to your trade without argument 













MATHIAS 


KLEIN 
& SONS 
ESTABLISHED 


CHICAGO 
1857 


Originators and Manufacturers 


Pliers, Splicing 
Clamps, Wire 
Grips, Climbers, 
Bells, Safety 
Straps, etc., etc. 
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National Products 


ABBWBRBBBRBRBABAREARBERRBBERBREEEEREER EE 


“Sherarduct’’ and “Economy” Rigid 
Steel Conduits and Fittings, ‘‘Flex- 
steel’’" Armored Conductors and 
Flexible Metallic Conduit and Fit- 
tings, ““Flextube’’ Non-Metallie Con- 
duit, National Metal Molding and 
Fittings, ‘Liberty’ Rubber Covered 
Wire and Cable, ‘“‘National’’ Outlet 
Boxes and Covers, Switch Boxes, 
Brackets, Fixture Studs, Locknuts, 
and __— Bushings, **Auto-Steelflex’’, 
*‘Auto-Brassflex”, ‘‘Auto-Flextube”, 
Automobile Conduits and Fittings, 
Carburetor and Exhaust Tubing. 


Selling these National Products will 
prove profitable for you, for your 
house and for your customers. 


National Metal Molding © 


General Offices: Pittsburgh, Pa. 







































Four of Many 














show the Du- 
more No. 1 Grinder in use in the 
Wood Turret Machine Company of 


The illustrations 


Brazil, Indiana. 





Other shops, large and small, in 
all parts of the globe, find many 





ways to use the Dumore. 
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Your Present Customers Are Good Prospects for 
Dumore High Speed Grinders 


Industrial plants everywhere are good prospects for Dumore 
Grinders. The unusual adaptability of these useful tools 
makes them a necessity in shops, large and small. 


You can greatly increase your sales without materially in- DUMORE 


creasing your work by selling Dumore Grinders to your pres- No. 1 
vded - . cet GRINDER 


ent customers. Some jobbers’ salesmen depend on their Du- 


more Grinder sales alone to cover their expenses. 


Whether or not your house carries Dumore Grinders we 
shall be glad to explain the sales features of Dumore Products 
to you and to assist you in every way to get the long profits 
possible in this line. Personal attention will be gladly given 
to individual selling problems. Write 


WISCONSIN ELECTRIC COMPANY 
8323 Sixteenth Street © RACINE, WISCONSIN 


DUMORE#: 






























M Motor Is An Important 
Feature of the Appliance 


Quality 


lt is the policy of the Burnett-Larsh Manu 
facturing Company to maintain a standard of 
excellence for their “Duro” residence water sys- 
tems, such that every installation is a constant 
source of satisfaction to the user and a builder 


of good will for them. 


Since the service reliability of the outfit de 
pends upon the motor just as much as it does 
upon the pump, they selected the motors. to 
power their pumps with the utmost care. For 
have used the R & M 


thousands of the systems in daily service tes 


vears they motor, and 


tify to the reliability of the “R & M-Duro” com 


bination, 


Mr. Robert P. 
motion, says: 


Paul, Manager of Sales Pro- 


“When we equip our pumps with R & M motors 
we know we have a quality combination which 
insures us satished customers. The R & AM motor 
on our equipment is also a sales help we make 
good USC of. It is always pointed out as one of 
the quality features of the Duro system.” 


Whether the device is a pump, washing ma 
chine or other motor-equipped appliance, if it 1s 
Rk & M equipped the evidence 1s good that it 1s 
a quality product. And the jobber’s salesman 
finds it good business to point out the R & M 
motor on devices he sells which are so equipped. 
It is also a mighty good talking point to pass 
on to the dealer for his use in making the resale. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHiO 


Philadelphia Buffalo 


Boston 


Chicago 


bbins & Myers Motors © 


ca 


Cleveland Louis 


Cincinnati St. 


2) 


San Francisco 


cyt 
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